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A GREETING TO MEN WITH A MISSION 


Every Local Agent has a public mission to perform in connection with his daily work. The 
extent to which he is serving can best be measured by the proportion of insured and uninsured 
property owners in his community. 


The National Association of Insurance Agents is helping local agents better serve their 





——- nad . . . . 
public and so perform their mission more effectively. 








The Home Insurance Company of New York is endeavoring to do its share by providing 
various forms of insurance, by carrying large lines and by maintaining for the protection of 





=—"~ 
policyholders the greatest cash assets of any fire insurance company in America. 


INSURANCE 
THE HOME INSURANCE NEW YORK 


Elbridge G. Snow, President 
NEW YORK: OFFICE 56 CEDAR STREET 








Aircraft, Automobile (Complete Cover In Combination Policy), Earthquake, Explosion, Fire and 
Lightning, Hail, Marine (Inland and Ocean), Parcel Post, Profits and Commissions, Rain, Registered 
Mail, Rents, Rental Values, Riot and Civil Commotion, Sprinkler Leakage, Tourists’ Baggage, Use and 
Occupancy, Windstorm. 
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Answer Quick! SPRINKLER LEAKAGE 
A LIVE, ACTIVE INSURANCE 


DISTRICT MANAGER anc SNAP—SPURT-— SPLASH 


down comes the water, bringing the worries of an unexpecte 


SOLICITOR WANTED accident. 
To be sure, sprinkler systems is especially equipped to ha 


A sprinkler has ‘‘misbehaved” and the drenching downpot 
IN 
dle Sprinkler Leaka 


that follows means a loss of money and labor. 
0 KL do act as effective fire protec- your 
A A tion agencies but when the business. We will be glad 
“snap-spurt-splash” comes at co-operate with you in checl 
the wrong time, then they are ‘1g rates on risks you control 
WISCONSIN only a source of expense and OF 0M any prospects you may 
: speeeacianaiades have on file with a view of 
: securing a reduction. Con- 
i N D | A N A The FIDELITY —- PHENIX - sult us freely. 
MICHIGAN FIDELIT Y-PHENIX 


FIRE INSURANCE COMPANY 


By the HENRY EVANS, Chairman of the Board 


Oldest t iati 
est Mutual Association C. R. STREET, President. 
of its kind 


Address ERNEST W. BROWN, Secy.-Treas. Home Office: 2 \’ a Caae Causal 


INTERSTATE BUSINESS MEN'S 60 Maiden Lane, | wag 52,500,000 
ACCIDENT ASSOCIATION teeta a can 
anaging branc ices: 


BROWN BUILDING DES MOINES, IOWA Chicago Montreal San Francisco 


























THE LATEST MORTALITY TABLES—JUST ISSUED 





A NEW BOOK BY 


AMERICAN-CANADIAN WILLIAM ALEXANDER 
MORTALITY INVESTIGATION THE PROSPEROUS AGENT 


Compiled by Committees Representing the : 
ACTUARIAL SOCIETY OF AMERICA, Characteristics of the successful life insurance 
solicitor 


2a yt gs ett hs ita Per copy, card board, $1.00 Red cloth, $1.50 


NATIONAL CONVENTION OF 
INSURANCE COMMISSIONERS 


IN :WO VOLUMES 
Based upon experience of 59 legal reserve life insur- OTHER BOOKS BY 
ance Companies. WILLIAM ALEXANDER 


Presents actual mortality experience, with comparisons 


thereof with rates shown in existing standard tables. EDUCATIONAL SERIES 


Volume II Presents Experience Under Various Policy 
Forms—Term, Whole Life, Limited Payment and 1. — Life Insurance Is and What It 
oes 


Endowment. 
Causes of Deaths Among Americans and Canadians Text book, or primer, dealing with the fundamer‘a! 
are compared in a series of tables. principles on which all sound life insurance rests 
Experience under Individual policies in excess of Price $1.50 
$50,000 compiled, with Interpretations. This in- 2. How to Sell Insurance 
formation of importance to insurance companies. Primarily for the guidance of inexperienced agers. 
Every life insurance company and actuary should Price $2.00 
possess these books, which contain valuable informa- : 
tion and are handsomely bound in half leather and 3. The Art of Insurance Salesmanship 
cloth. ; : A series of practical hints on canvassing, to stimu!:‘¢ 
Price, $10.00 for each —$20.00 the set the thought of both experienced and inexperienc=d 
Orders will be promptly filled by agents. 
THE SPECTATOR COMPANY *The third volume of this series will be published on 


CHICAGO OFFICE ° 135 WILLIAM STREET about January 1, 1922. 
NEW YORK 


INSURANCE EXCHANGE 
——  — ————e 
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Fire Prevention Day Observation Plans 


Anniversary of Great Chicago Fire to Be Observed Throughout 
the United States October 9 


NGRAINED in the American public is a 
spirit of carelessneses which has cost it 
many, many millions of dollars. Always 
shifting responsibility and ever willing to 
take a chance, the American people have 
proved themselves the most wasteful, both 
of life and property, of any nation in the 
world. The enormous loss by fire alone 
has mounted year by year until it has this year amounted to 
nearly as much as that of 1906, the year of the San Francisco 
disaster. Some definite method has to be adopted to bring this 
matter strongly to the attention of the American people. So 
the National Board of Fire Underwriters, co-operating with 
the National Fire Protection Association, have selected a day, 
October 9, which shall be set aside as a Fire Prevention Day. 
Last year a special proclamation was issued by the President 
of the United States to call attention to the observance of Fire 
Prevention Day. All over the country, State, county and 
local officials made special proclamations, or in some way di- 
rected public attention to the observance of the day. The 
program this year calls for the same proclamations, and it is 
confidently expected that they will be forthcoming. 

October 9, the day selected, falls on a Sunday this year. 
This is none the less appropriate, for it gives an additional 
“pportunity for educating the people to methods of fire pre- 
vention through the mediums of the pulpits and the Sunday 
supplements, Tt is the fiftieth anniversary of the Great Chicago 


conflagration, a fire which during the night of October 9, 1871, 
destroyed the entire city of Chicago. The fire was due en- 
tirely to carelessness, which makes it all the more significant. 
When Mrs, O'Leary left her lantern within reach of her cow’s 
foot her carelessness directly resulted in the loss of 200 lives 
and $350,000,000 worth of property. Certainly no one living 
to-day would w ant such a responsibility resting on his or her 
shoulders. But the so-called gambling instinct is too strong. 
Education is necessary to put the people alive to the liabilities 
of their carelessness. 

Every man active in the 
actively behind Fire Prevention Day. 
a position to realize the effects of carelessness more than any 
other class of men. This is true whether he be in the fire or 
life or casualty insurance business. In either case he sees 
pass through his hands the enormous sums representing the 
cash value of these losses, life or property, so near as they 
can be determined. His function in life is service in time of 
distress. A very little of such service must convince him of 
the dire need of prevention. 

It is, therefore, chiefly to the insurance man to whom the 
National Board of Fire Underwriters and the National Fire 
Protection Association look for enthusiastic aid. Programs to 
suit all sorts of local conditions for the observance of the day 
have been issued by the latter organization in the Fire Preven- 
tion Day Handbook. This booklet is a mine of information for 
the person interested in the proper observance of Fire Pre- 


insurance business should be 


The insurance man is in 
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vention Day. So there is no excuse for anyone who com- 
plains of not knowing any feasible method of starting things. 
To back up the workers properly a thoroughgoing publicity 
campaign has been laid out and is being put into effect by the 
two organizations mentioned. As well as obtaining procla- 
mations from persons prominent in the public eye, they will 
see to it that such proclamations receive proper publicity. 
Competent engineers have designed a striking poster which is 
being lithographed in several different forms to suit various 
purposes. Thousands upon thousands of them are to be dis- 
tributed at cost throughout this country and Canada. They 
are calculated to call attention to the fact that there is such a 
day, but serve no particular educational service beyond that. 
The National Board of Fire Underwriters is issuing a special 
number of Safeguarding America against fire, which is rich 
in educational matter and vivid illustrations. Copies of this 


Last year the Fire 
Prevention Day number had an enormous and totally unprece- 
dented circulation, and there seems to be no reason to believe 
that the previous record will not be beaten this year. 

Definite plans are already taking shape in some localities. 
For instance, the State of Maryland plans a week of fire-pre- 


will be available for wide distribution. 


vention campaigning. Indianapolis, Detroit and St. Louis are 
also preparing active work for an entire week, consisting of 
speeches, lectures, parades, window displays and demonstra- 
tions. Many other cities will no doubt get into line shortly, 
planning campaigns of varying strength. This much is 
assured by the activities of T. Alfred Fleming of the National 
Board, who is chairman of the committee on Fire Prevention 
Day and who is an organizer of recognized ability. Mr. Flem- 
ing is busy touring about the country in the interests of Fire 
Prevention Day and is organizing campaigns everywhere. 








MAGNIFICENT WELCOME ACCORDED AGENTS 


Everything at Convention Runs Smoothly, Due to Careful Planning of 





Los Angeles Agents 





FRED J. COX RELINQUISHES PRESIDENCY AFTER SUCCESSFUL TENURE OF 


OFFICE 





Many Prominent Executives Present—Others Send Greetings, and All Congratulate 
President Upon His Extraordinary Record of Achievement—Attendance 
Overcrowds Hotel—Get-together Dinner Surpasses All Previous Ones 


and dancing, not to mention the fact that the 
Midnight Frolics Company was brought in 
en masse and re-acted their performance for 
the benefit of the diners. There was no speech- 
making except that President Cox made a short 
one when he thought it was time to go to bed. 
Sam Behrendt and his assistant, Dick Alter, on 
the entertainment committee were responsible 
for the good time which was had by all. 
Greetings were received by President Cox 
from Henry Evans, chairman of the boards of 
the America Fore companies; from Edson S. 





The greatest convention ever held by the 
National Association of Insurance Agents 
came to a close at Los Angeles on Friday of 
last week. It marked the close of Fred J. 
Cox’s regime as president of the association. 
Mr. Cox has for two years held this high office 
under the most trying conditions and has been 
so eminently successful in making the associa- 
tion a power in the business and in enlisting 
aid and respect wherever he went that many 
will be sorry that it was necessary for him to 
give up the good work. He is succeeded in 
office by James L. Case of Norwich, Conn., 
who for the past two years has been chairman 
of the executive committee of the organization Tl 
and who is splendidly fitted for the task he 
has before him. 

Mr. Case was the administration candidate 
and went through with practically no opposi- 
tion, the only other name mentioned being that 
of Matt T. Mancha of California. Just before 
the meetings started Craig Belk of Texas was 
prominently mentioned as a possible candidate, 
but the non-appearance of the Texas delega- 
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NEW OFFICERS ELECTED 
PRESIDENT 


James L. Case, Norwich, Conn. 
CHAIRMAN OF THE EXECUTIVE 
COMMITTEE 
A. G. Chapman, Louisville, Ky. 
TERRITORIAL VICE-PRESIDENTS 
New England States—Alfred Davenport, 
Middle Atlantic States—A. W. Hicks, New- 
Southeastern States—Fred C. Odell, Greens- 
Southern States—Charles B. H. Loventhal, 
Great Lakes States—J. A. Giberson, Alton, 
North Central States—James B. Leedom, 
Missouri Valley States—Cliff C. Jones, Kan- 
Rocky Mountain States—David H. Main, 
Southwestern States—Wm. F. Stahl, Tulsa, 


Pacific Coast States—Walter G. Robertson, - 


Lott, president of the United States Casualty 
Company, and from Eldbridge G. Snow, pres- 
ident; F. C. Buswell, vice-president; C. A 
Ludlum, vice-president, and Wilfred Kurth, 
secretary of the Home Insurance Company. 

While many of the old timers were unable 
to be present at the sessions because of the 
distance, and the Texas delegation, which was 
to have been large, was unable to come at the 
last moment because of the floods, there were 
one or two unexpected faces seen.  Flliot 
Potter, representing the Firemens of Newark, 
was given a cordial welcome despite the recent 
controversy between his company and _ the 
association. One lone representative from the 
mad State of Mississippi was seen; E. J. 
Reber of Fayette. 

The meeting was opened with a welcoming 
speech from Mayor George E. Cryer of Los 
Angeles, being an exchange of compliments be- 
tween himself and President Cox, who re- 
sponded. Following the latter’s address and 
the various committee reports, which were fe- 
ported in THe Spectator last week, the first 








tion, due to the floods, apparently ended the 
demonstration in his behalf. 

The total registration of the convention was 
over 1000. The unexpectedly large number 
of delegates and guests crowded the hotel to 


the agents. 


lows connected with the hotel where they re- 
ceived guests and played hosts to hundreds of 
Mr. Miller was the first man on 
the job and the last one to leave. 


important event on the program was the ad- 
dress of John B. Morton, president of the 
National Board of Fire Underwriters. Mr. 
Morton made a decided impression upon the 


Lester J. convention; his remarks were to the point and 


capacity. A number of company executives 
were present, especially the Western officials. 
The entire official) staff of the Firemans Fund 
was presertt. Practically every San Francisco 
manager was registered at the hotel. From the 
East there was Paul L. Haid heading a dele- 
gation from the “America Fore’ companies, 
and Chauncey S. S. Miller of the North Brit- 
ish and Mercantile; both of them had bunga- 


Parsons of the Crum & Forster group was 
another important Eastern official present. 
Over 700 delegates attended the record- 
breaking dinner on Tuesday evening. Nearly 
every one of them was in the hall when the 
party broke up for the night. Not only was the 
dinner itself successful in providing a good 
measure of hilariousness, but the program 
which followed included all kinds of music 


4 


very much in line with the agents’ ideas. 
Platt Whitman, one of the best-known in- 
surance commissioners in the business, who 
hails from the State of Wisconsin, in an ad 
dress before the National Association of It- 
surance Agents, scored rating laws rather hea\ 
ily. Among other evils which he laid to theif 
door was the increase in mutual and reciprocal 
(Continued on page 13) 
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ECENTLY, in these columns, THE 
R Spectator had occasion to refer to 
the work of the National Safety Council 
in connection with the reduction of ac- 
cident losses in the automobile insurance 
business. At that time it was stated that, 
to our knowledge, there were only two 
men of any prominence in the insurance 
world connected with the Council in an 
active capacity, and it was our idea that 
this, if anything, was a reflection upon 
farsightedness of automobile insurance 
executives. We have lately received a 
communication from the secretary of the 
Council in which he makes a guess at the 
two men referred to and got neither of 
them right. From this circumstance we 
are led to believe that there are more 
than two insurance men active in the work 
of the National Safety Council. We are 
glad to learn that this is the case, for the 
good work of this organization is directly 
beneficial to both automobile and work- 
men’s compensation underwriters and 
should therefore receive their hearty sup- 
port. The fact that there are four active 
insurance men, instead of two, does not 
prove that underwriters, among whom 
there are hundreds eligible, are doing 
their full share in a work which is un- 
doubtedly saving them money and which 
has even greater possibilities, with greater 
backing. One of the men to whom we re- 
ferred has since met with a tragic and un- 
expected death, so that, being strictly 
literal, we can only count three men instead 
of the four above noted. The program of 
the annual meeting of the Council, which 
is to be held in Boston next week, con- 
tains many points of exceeding interest to 


insurance men. Both the general and sec- 
tional meetings will cover problems in 
safety engineering and accident preven- 
tion, ‘the solution of which is fully as 
great, if not greater, interest to the insur- 
ance men than to industrial engineers, of 
whom there will be a goodly number 
present. The columns of THE Specrator 
will contain reviews of those portions of 
the program which seem to be of greatest 
importance to our readers. 





HE action of an important insur- 
T ance company in sending out to 
its agents a price-list showing the re- 
duction in the values of the various well- 
known makes of automobiles is to be 
highly commended. Over-insurance is 
something that every insurance company 
must be completely on its guard against 
during these times of fluctuating prices. 
This strong warning to agents that 
over-insurance of an automobile is a 
temptation to the possibly light moralled 
policyholder to sell his car “to the insur- 
ance company” does not exaggerate the 
situation at all. The deliberate theft and 
destruction of cars, as every underwriter 
knows, is wholesale, and no particular 
part of the country seems to have escaped. 
Naturally the automobile owner seeks as 
much insurance on his car as he can get, 
but it should also be made clear to him 
that over-insurance is a risk that an in- 
surance company conducted on a sound 
basis cannot possibly dream of accepting. 
Every agent should do his best to help his 
company both in the selection of risks that 
he writes and the amount of insurance. 
The fieldman has a heavy responsibility 
upon his shoulders and it is up to him 
to co-operate with his company to the best 
of his ability. 


LAPSES, DEATH LOSSES AND 
MEMBERSHIP IN ASSESS- 
MENT SOCIETIES* 

N the accompanying table are shown 

statistics of four groups of assess- 
ment insurance societies relating to lapses, 
death losses and membership at five-year 
intervals. This tabulation is of particular 
interest as showing the results which have 
attended the history of this class of in- 
surance during a period which has wit- 
nessed the enactment of much legislation 
looking to the perpetuation of the busi- 


* Copyright, 1921, by The Spectator Co., New York. 
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ness of such societies upon a satisfactory 
basis. Many such associations which 
were organized during the last four 
decades have ceased business, but there 
are still a considerable number in ac- 
tive operation and their statistics are of 
much interest. 

Under existing laws most assessment 
associations are increasing the security for 
their membership certificates and a num- 
ber of them are setting aside full reserves 
similar to those set up by the old line 
legal reserve life insurance companies, 
while others have adopted different ex- 
pedients to enable them to continue their 
business upon a safer basis. They have 
had to contend with the problem of col- 
lecting assessments from older members, 
which assessments have either increased 
in number or amount, while in many cases 
younger members would prefer to take 
level premium insurance rather than risk 
increasing cost in assessment societies. 


While some of the associations, upon 
the legal reserve basis, are now capable of 
offering surrender values, many of the so- 
cieties provide for death benefit only. 


Several organizations embracing in 
their membership fraternal and assess- 
ment associations have helped materially 
in raising the standard for such associa- 
tions by requiring members to maintain 
certain standards of solvency, implying 
the collection of adequate premiums 
though reserving the right to assess mem- 
bers if necessary. 

The table herewith embraces seventy- 
five of the older societies, divided into 
four groups, arranged according to age. 

The first group comprises thirty-four 
companies, thirty-five years or more of 
age; the second, twelve companies from 
thirty to thirty-five years old; the third, 
sixteen companies from twenty-five to 
thirty years of age, and the fourth, 
thirteen companies, twenty to twenty-five 
vears old. 


In the first or oldest group the member- 
ship had somewhat increased at the end of 
1920 as compared with 1910, while the 
number of deaths had also increased, so 
that the. ratio of death losses per thou- 
sand members grew from 10.40 to I1.05, 
and the latter number represents an in- 
crease from 10.68 at the end of 1915. 

The second group of companies showed 
a considerable increase in membership 
from T910 to 1915, but a decline of over 
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3 Poricy Account. 
2% ~- Ratio oF Deatu 
53 MEMBERSHIP. Deatus Occurrine. Lossks PER 1000), 
NAME AND LOCATION OF COMPANY a3 1910 1915 1920 
of 
Written | Lapsed | Written | Lapsed | Written | Lapsed 1910 1915 1920 1910 1915 1920 | 1910 1915 1920 
Free Sons of Israel, New York Cityt.. 1849 249 484 265 296 579 390 9,480 7,842 7,218 268 295 274| 28.26] 37.62) 37.96 
Bohemian Slavonian Ben. Soc’ y, Cle velandlt 1854 a a a a 678 537 a a 22,730 a a 431 a 2 | 18.96 
Tel. and Telg. Life Association, N. Y. C. 1867 221 150 216 277 19 158 5,381 5,241 4,145 97 90 98| 18.02) 17.17) 2%. 64 
Order of R. R. Conductors, Cedar Rah 1868 a a 1,607 3,274 5,560 978 a 45,030 52,649 a 566 706) @ | 12.57) 13.41 
Expressmen’s Mut. Benefit Asso., N. Y. C* | 1869 353 257 385 157 7,746 195 3,603 4,024 11,593 48 42 48| 13.32} 10.44) 4.14 
Masonic Mut. Life, Washington, D. C.t....| 1869 657 219 9,778 1,289 19,885 3,280) 2,750 7,934 39,047 32 47 135] 11.64] 5.92) 3.46 
Masonic Life Association, Buffalo, N. Y.t..| 1872 353 975 1,777 1,149 2,201 889 11,902 13,945 17,095 200 237 257| 14.05] 16.99} 15.03 
Artisans Order of Mut. Protection, Phila.t..| 1873 1,226 308 2,179 2,681 4,031 2,109 12,190 17,118 20,206 104 176 193} 8.54) 10. 28) 9.55 
Bro’hd of Loco. Fireman & Eng., Clevelandt| 1873 16,745 8,231 5,513 8,656] 138,722 17,265 71,398 80,812} 120,521 513 480 a936} 7.18) 5.94) 07.77 
Shield of Honor, Baltimore, Md........... 1875 352 309 235 501 97 97 9,132 8,355 3,637 152 187 116| 16.65) 22.38) 31.90 
Golden Cross of the World, Knoxville, Tenn.| 1876 2,082 2,193 1,589 1,824 1,644 1,148 17,863 16,611 15,355 340 356 351] 19.03) 21.43) 22.85 
Knights of Pythias, Indianapolis, Ind.t....| 1877 13,216 14,367 8,555 9,677 10,379 3,209 71,779 70,860 81,119 1.078 979 
Royal Arcanum, Boston, Mass.t......... 1877 15,460 9,351 12,706 11,549 9,487 5,707) 245,458) 243,095 135,567 579} 4,048 
Catholic Knights of America, St. Louis Me.t| 1877 784 723 1,351 599 1,374 396 18,537 18,542 18,940 as 430 
Knights Templars and Mas. Mut. Aid., Cin.t! 1878 336 377 528 333 208 196 6,463 5,753 5,086 152 167 
Order of Mut. Prot. Sup. Lodge, Chicagot..| 1878 758 436 460 353 297 219 6,033 6,027 5,797 85 100 
Scottish Clans, Order of, Boston....... 1878 2,689 750 1,508 1,200 2,327 1,088 13,753 17,007 19,275 102 174 
Mass. Catholic Order of Foresters, Bostont.| 1879 2,821 450 2,810 755 5,109 569 31,887 41,453 51,132 3,333 458 
Polish National Alliance, U.S. A., Chic: Pe 1880 14,746 3,998 91,752 16,319 19,421 13,322 67,505 107,261 124,225 662 1,024 
Catholic Beno. Legion, Brooklyn, N. ¥ 1881 31 527 805 379 212 372 16,156 15,289 11,008 474 496 
National Union Assur. Society, Toledo, 0.t.| 1881 8,368 7,340 1,965 4,858 3,029 3,390 63,707 57,910 42,121 971, 1,047 
Knights of Columbus, New Haven, Conn.}.| 1882 8,984 2,984 10,826 5,722 44,105 5,989 79,925 111,815} 202,359 584 768 
Catholic Order of Foresters, Chicago}. .....} 1883 13,435 5,071 7,316 5,742} 111,048 3,778} 144,644; 144,000} 161,008} 1,199] 1,488 
The Maccabees, Detroit, Mich.f..........] 1883 28,242 24,338 21,600 27,676 18,840 15,171} 270,401} 308,561} 293,249) 2,517] 3,765 
Royal League, Chicago, Ill.t.............- 1883 3,222 2,343 2/571 31342 1,876 1,710 30,182 31,608 23,093 268 377 
Brotherhood of Ry. Lae gre Cleveland. .| 1883 22,918 10,762 10,194 11,307 25,908 351 108,114 123,252 172,622 1,667 1,001 26 
Modern Woodmen, Rock Island, Ill......-. 1884 149,267 58,794 74,764 50,307 75,743 60,163] 1,129,805] 940,225] 1,059,344] 6,537] 7,368 53 
Fraternal Mystic Circle, "Philadelphia. ....| 1885 4,207 4,771 3,842 4,022 5,427 4,679 1,095 16,883 9,087 331 340 t) 12. 
Empire State Deg. of Honor, Stockton, N. Y.| 1886 916 966 370 777 584 414 8,408 8,466 7,906 111 147 32) 17.36) 19.99 
Grand Fraternity, Philadelphiaf. . .| 1886 2,919 2,420 2,658 2,071 3,260 1,282 11,754 12,017 14,785 100 91 97| 8.51) 7.57) 6.56 
| 
Protected Home Circle, Sharon, Pa.t. . .| 1886 15,488 8,629 14,310 9,214 20,432 13,432 78,034 92,489 119,743 614 859 1,240} 7.86] 9.29) 10.36 
Workmen's Co-Operative Assn., N. Y. City.| 1886 1,958 1,428 21,410 18,694 7,583 7,300 6,123 17,075 19,621 91 137 142] 14.86] 8.02) 7.24 
Ladies of the Maccabees, Port Huron... ... 1886 2,829 30,089 3,940 ll 4,714 2,458 43,306 41,749 46,300 548 407 519| 12.65] 9.75) 11.21 
Western Mutual Life Assn., Los Angelest, .| 1886 1,108 38. WO20) coca 1,359 857 8,291 10,199 14,019 109 151 169} 13.15) 14. 80} 12.05 
Totals and Averages (34 companies). . . 337,340 204,425 244,365 208,511; 553,874) — 173,098 2,625,060) 2,648,448) 2,961,602) 27,310} 28,298) 32,702) 10.40 10.68 11.05 
New England Order of Protection, Bostont.| 1887 8,904 4,175 694 4,084 1,363 571 65,176} 47,621 26,720| 638 706 523] 9.63 14.82 19.57 
Brith Abraham, Ind. Order, New Yorkt....| 1887 a a 21,018} 13,959 6,978} 17,276 + a 200,142) 152,289 a 1,407] 1,918] @ | 7.08) 12.59 
Polish R. C. Union, Chicagot............. 1887 a a 14,931, ...... 8,037} 26,194 a 87,118] 83,993 a 653 949] a | 7.50) 11.30 
Loyal Association, Jersey City, N. J. 5 kil 1889 279 229 359 304 291 153 6,740 6,454 3,330 100 105 65| 14.83] 16.27) 19.52 
Order of Sons of St. George, Chicagot......} 1889 314 83 401 222 91 51 2,601 5,656 2,553 24 88 31] 9.23) 15.56) 12.15 
Fraternal Aid Union, Lawrence, Kan.}..... 1890 5,855 3, ail 6,991 20,114 22,926 22,893 36,944 64,283 81,147 288 919] 1,863} 7.79) 14. 30! 22.96 
Ladies Catholie Benevolent Asso., Erie, Pa.t} 1890 5,838 11,402 2,163 3,561 11,336] 113,295]  150,900| 121,023] + 1,096] ~—-1,478} + —-1,890] 9.67] 9.79) 15.62 
National Protective Legion, Waverly, N. Y.t] 1890 13,091 34, 128 3,989 8,806 6,424 5,584 86,281 21,943 22,638 965 248 235| 11.18) 11.30) 10.38 
Travelers Protective Assn. of Am., St. Louis.| 1890 6,382 ‘ 11,152 6,238, 26,650 12,420] 40,204} 53,102 95,588 254 416 616] 6.32} 7.83) 6.44 
Catholic Knights of Ohio, Clevelandt...... 1891 699 216 318 673 361 194 7,706 7,935 8,134 83 109 140} 10.77 on 17,21 
Women's Cath. Order of Foresters, Chicagot| 1891 6,085 1,493 3,050 2,834 6,854 958 62,523 68,648 81,251 636 933] 1,161] 10.17] 13.59) 14.29 
Woodmen of the World, S. C., Omaha, Neb.t} 1891 118,905 51,643] 126,033 42,953) 115,145} 293,782) 563,466) 751,058} 646,719] 4,165} 5,872] 7,681) 7.39) 7 82] 11.88 
Totals and Averages (12 companies). . . 166,352| 101,782] 199,638] 101,650} 198,681) 391,412} 984,936) 1,464,860) 1,325,385] 8,249] 12,934] 17,072) 8.38 8. 83| “12.88 
German Beneficial Union, Pittsburght. .... 1892 4,668 1,993 4,523 2,976] 12,353 4,767|  16,087| 23,345) 45,178 152 227 335} 9.44] 9.72| 7.42 
Security Benefit Assn., Topeka, Kan. || ....| 1892 23,750 11,812 34,978 23,202 BONED vies 100,383} 165,779] 256,655 815} 1,396] 2,552} 8.11) 8.42) 9.4 
Womans Ben. Assn. of Maccabees, P. Huron} 1892 15,559 8,315 24,893 14,413 33,406 14,202} 135,359} 170,224] 223,108} +—-1,008] «1,390 2,070} 7.44/ 8.17) 9.28 
Foresters, United Order, Milwaukee.t...... 1893 2,377 2,177 1,330 1,664 987 925 13,836 13,379 10,988 111 145 161| 8.02} 10.84) 14.66 
American Insurance Union, Columbust. . 1894 5,377 2,960 18,892 5,295 33,757 15,844 24,736 42,397 110,249 207 333 1193] 8.37] 7.85) 10.82 
Ben Hur, Sup. Tribe, Crawfordsville, Ind-t. 1894 20,068 11,981 18,517 18,441 10,244 11,802 113,328 100,018 75,624 975 1,069 917| 8.60) 10.69 12.183 
Gleaners, Ancient Order of, Detroit, Mich.t.| 1894 7,077 2,646 5,757 4,617 3,096 2,869 62,738 66,685 63,427 312 360 613] 4.97) 5.40) 9.00 
Columbian Circle, Chicago t. ....... --| 1895 1,586 1,308 1,248 1,170 6,709 1,360 11,979 12,642 27,600 121 160 469| 10.11] 12.66} 16.99 
Court of Honor, Springfield, Ill.t..... ..| 1895 9,249 7,501 13,190 11, 088 7,771 8,059 64,843 74,316 74,371 575 705 875| 8.86] 9.49) 11.7 
Royal Neighbors of America, Rock {sld., Ill.+] 1895 35,977 4,961 32,569 5,722 25,506 23,382] 209,878} 283,911] 390,185} 1,049] 1,645} 2,969] 4.99] 5.79] 7.61 
Woodmen Circle, Omaha, Neb.f.......... 1895 26,578 10,209 25,030 13,576 8,353 69,501 91,554] 155,421) 163,969 621] 1,138} 1,669] 6.79] 7.: 32 10.18 
North American Union, Chicagot. . 1895 i: ir 11,200 4,119 1,458 6,494 14 569 31,307 17,828 150 309 261 - 30] 9.87 14. 64 
Degree of Honor, Sup. Lodge, St. Pault....| 1896 a a 3,333 2,465 6,185 3,760 45,954 52,513 a 418 540 9.10} 10.28 
Fraternal Brotherhood, Los Angeles, Cal.t..| 1896 13,003 8,953 3,651 7,438 5,623 3,036 46,202 26,558 25,346 326 249 246 7.06 9.37) 9.70 
Mystic Workers of the World, Fulton, Ill.7.| 1896 10,877 3,986 12,294 7,868 10,450 14,517 64,227 86,003 95,711 356 522 g32| 5.54] 6.07) 8.09 
Royal Highlanders, Lincoln‘... .. 1896 3,109 2,326 2,623 1,796 306 5,084) 27,819] 28,841) = :23,412 160 149 222| 5.75) 5.17) 9.48 
Totals and Averages (16 companies). . | 181,007 81,128] 214,028} 125,850] 211,278) 185,602) 997,533} 1,326,780] 1,656,164] 6,938} 10,215] 15,924] 6.96 7.70) 9.62 
Bro. of Amer. Yeomen, Des Moines, Ia.¢§..| 1897 41,286 18,168 44,237 26,959 50,220 35,873} 133,984) 208,969} 285,948 684] 1,298] 2,225] 5.10) 6.21) 7.78 
Modern Bro. of Amer., Mason City, la.+ 1897 41,784 16,396 3,365 8,083 5,119 3,895] 152,627 67,306 50,872 867 641 582) 5.68} 9.52) 11.44 
Neighbors of Woodcraft, Portland, Ore.t...| 1897 (3,143 4,896 2,629 2,797 4,321 1,806 46,186 45,675 49,832 306 385 575] °6.63) 8.43| 11.54 
New Era Assn., Grand Rapidst. 1897 4,184 1,052 6,194 3,766 4,401 9,369 11,541 25,650 SUBIA va055: 172 ip] eee 6 7 a 10.49 
Iroquois, Buffalo, N. Y.t....... 1898 832 478 19 64 21 47 2,503 1,410 666 38 33 14| 15.18 21.02 
Praetorians, Dallast................. 1898 3,647 2,317 8,085 5,675 10,833 7,377 12,427 21,656 36,020 81 125 928] 6.52} 5.77) 6.33 
Jr. 0. U. A. M., Ben. Deg., Pittsburgh, Pat. 1899 a a 2,449 1,505 8,773 2,770 a 8,054 23,023 a 39 122} a | 4.84) 95.30 
North Star Benefit, Moline, Ill.t. . 1899 1,018 313 736 347 336 269 5,324 6,689 7,478 42 45 60} 7.89] 6.73) 8.02 
Jr. Order, U. A. M., Fun. Ben., Pitts. 1899 35,200] 34,083} 36,966] 24,341] 43,887] 42,058} 161,423] 196,928] 280,758) 1,089] 1,278] 2,138] 6.75) 6.49) 761 
L’Union St. Jean Baptiste, Woonsocketi. ..| 1900 4,892 2,895 3,692 2,261 8,725 2,512 24,680 28,197 40,164 194 217 280| 7.86} 7.69) 6.9% 
Heralds of Liberty, Huntsville........... eee mare 8491] ...... ee, See ee MARR occ cg saaeds sees 3 
American Woodmen, Sup. Cp., Denver.....} 1901 949 807 10,406 7,342 34,139 19,825 1,846 17,509 57,225 11 117 497| 5.96) 6.08 8.68 
Guarantee Fund Life Assn., Omaha........| 1901 3,661 1,068} 10,391 6,775] 13,110 3,723 9,146] 34,695) 51,154 25 95 239) 2. os 2.74 +e 
Totals and Averages (13 companies). . . 140,596 82,473] 137,660 89,915}  185,792| 129,524! 561,688] 685,404) 943,656) 3,337] 4,445] 7,352 5.04) 6 aol 7.09 7.79 
Grand Totals and Averages (75 Cos.). | 825,293 469,808} 795,691] 525,926] 1,149,625] 879,636] 5,169,216] 6,125,492| 6,886,807} 45,834| 55,890| 73,050 8.87| 0.12 “10.61 
| | Bee 
* Maintains reserve by American Experience Table and three per cent. interest. + Maintains a mortuary reserve. } Maintains a legal reserve. § Maintains a legal reserve in connection with new members 


on statutory rate plan. 


© Formerly Order of Columbian Knights. 


a Unavailable. 





|| Formerly Knights and Ladies of Security. 
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100,000 from 1915 to 1920, while the 
number of deaths occurring increased 
from 8,249 in I910 to 12,934 in I915 and 
further to 17,072 in 1920. Similarly the 
death rate per thousand increased from 
8.38 in 1910 to 8.83 in 1915 and to 12.88 
in 1920. In the third group the member- 
ship considerably increased, the gain from 
1910 to 1915, having exceeded 300,000, 
and in the next five-year period a further 
gain of over 300,000 was made. Notwith- 
standing this gain in membership the 
deaths occurring increased more rapidly, 
so that the number per thousand, which 
was 6.96 in 1910, had increased to 7.70 
by 1915 and to 9.62 in 1920. 

The fourth group also showed an in- 
crease in membership with a more than 
corresponding increase in death losses, the 
respective rates per thousand in IgI0, 
1915 and 1920 having been 5.94, 6.49 and 
7-79: . 

lor the entire seventy-five associations 
there was an increase in membership in 
ten years of over 1,600,000, while the 
number of deaths in 1920 exceeded those 
in 1910 by more than 27,000, so that the 
death rates per thousand were as follows: 
In 1910, 8.87; in 1915, 9.12 and in 1920, 
10.61. It is apparent, therefore, that the 
death rate for the seventy-five associations 
has appreciably increased, on the average, 
during the last decade. 





HE Eastern Union and the Western 

Union are holding their annual ses- 
Manchester, Vt., this week. 
Among the topics of interest which were 
expected to receive consideration are 
commissions in excepted cities and ex- 
penses of rating organizations. The con- 
troversy between the Western Union and 
the Western Insurance Bureau is re- 
garded as being a dead issue, and is not 
likely to be discussed at length. 


sions at 





Kansas Accident Companies to Be Heard 


The Kansas Insurance Department has of- 
fered to give the accident and health companies 
which are opposing the department’s ruling on 
Standard Provision 17 in accident policies an 
opportunity to have the Kansas courts deter- 
mine the rule. The department has offered to 
cancel the certificate of authority of one of the 
companies and permit an application for a writ 
of mandamus to be brought at the same minute 
to compel the restoration of the certificate as a 
friendly action to test the rule. 


ee eee 





“ . . . . . 

The insurance business is the easiest in the 
World if you work hard; it is the hardest busi- 
ness in the world if you work it easy.” 


REMARKABLE CLUB YEAR 


New York Life Has 675 Members in 
$200,000 Club 








$310,000 AVERAGE PER MEMBER 





Paul T. Bell of San Francisco, President by 
Virtue of Writing $1,672,195 


The New York Life Insurance Company’s 
$200,000 Club this year is remarkable for many 
things. The club has a membership of 675 
agents, which, while not up to the former 
mark of 891, is nevertheless a-record worthy 
of note in these dull times. The club cele- 
brates this year its twenty-fifth anniversary. 
When it started in 1896 there were but twenty- 
six members, two of whom are still in the run- 
ning and have been continuously since that 
time. They are E. E. Andrews of Chicago 
and Samuel Heilbrun of Kansas City. In 
recognition of this unique record they have 
been accorded membership for life, regardless 
of their future production. 

The members of the club paid for over 
$209,000,000 of insurance during the past year, 
which is an average of over $310,000 per man. 
The president of the club is Paul T. Bell of 
San Francisco, who wrote the princely sum 
of $1,672,195. The San Francisco branch has 
thus the honor of twice in succession produc- 
ing the winner of the highest field honor in 
the New York Life organization. Mr. Bell 
succeeds Sol J. Vogel, also of the San Fran- 
cisco office. Mr. Bell is still a young man, 
but a tremendous worker and writes a sur- 
prisingly large number of applications. He is 
a man of high ideals who writes life insurance 
because he believes that he can do the greatest 
good in that way. 

Mr. Bell’s nearest rival is about $500,000 be- 
hind. Alex. Dumas, Jr., of the Seaboard 
branch wrote $1,173,020 last year. W. D. Mc- 
Gurn of the Manhattan branch wrote $1,033,650 
and Arthur T. Travis of the Nashville branch 
wrote an even $1,000,000. The club member- 
ship includes many other high flyers in the 
business of life insurance who are close to 
the $1,000,000 mark. 


Insurance Companies Increase in Texas 

During the past seven years, from I9QI5 to 
1921 inclusive, the number of insurance com- 
panies doing business in Texas increased 160, 
or from 373 to 533, according to statistics com- 
piled in the State Department of Insurance and 
Banking. This includes fraternals and other 
kinds of insurance concerns. This is consid- 
ered a healthy increase by officials of the de- 
partment. 

In 1915 there were 132 fire insurance compa- 
nies operating in Texas, while in 1921 the 
number increased to 206, or a net increase of 
74. In rors there were four home or Texas 
companies, while in 1921 there were only three, 
a decrease of one. The number from other 
States increased from seventy to 132, and the 
foreign companies increased from fifty-eight to 
seventy-one. Mutual fire companies increased 
from eighteen to thirty-three, while there has 
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been no change in county mutuals, the number 
remaining at twenty. 

There has been a notable decrease in the 
number of home or Texas life insurance com- 
panies, for in 1915 there were twenty-two and 
this number decreased to thirteen, while the 
number from other States increased from 
forty-three to fifty-four. This discloses an in- 
crease from sixty-five to sixty-seven life com- 
panies. Assessment life companies increased 
from six to seventeen; miscellaneous home 
companies decreased from eleven to nine, while 
the number from other States increased from 
fifty-six to eighty-one. [Fraternal home com- 
panies decreased from twenty to fifteen, and 
those from other States increased from forty- 
five to forty-seven. In 1915 there were no re- 
ciprocals, while in 1921 there were thirty-eight 
operating in the State. 





Celebrate Helser Month 

The West Coast Life Insurance Company of 
San Francisco, which observed August as 
“Helser Month” in honor of Vice-Presiednt 
Charles W. Helser, reports that the business 
for the month exceeded by 125 per cent the 
business of the same month in 1920. The West 
Coast is preparing to add two more stories to 
its new home office building at Second and 
Market streets, San Francisco. It has already 
moved some of its departments into the new 
location, and as soon as alterations are com- 
pleted, will transact all its business from that 
location. 


Fewer Failures 

Failures in the United States during the past 
week numbered 285, a decrease of sixty-one for 
the week previous, but 160 more than aggre- 
gate reported for the same week last year. 

Of the current week’s insolvencies, 141 in- 
volved liabilities of $5000, or more, in each 
instance, or 49.5 per cent of the total number. 
Last week, when there were 189 failures for 
$5000, or more, in each case, the ratio was 
54.6 per cent. The current week’s ratio, how- 
ever, is slightly higher than that of a year ago, 
which was 48.0 per cent. 





Great Republic’s Record Month 

August was the biggest month in the history 
of the Great Republic Life of Los Angeles— 
over $1,000,000 being written—the first million 
dollar month in its history. The company is 
slightly ahead of the corresponding period last 
year in both written and paid-for business, and 
expects to write about $1,000,000 more busi- 
ness in 1922 than in 1921. 


FE, A. Rademacher, State agent for the Home 
Insurance Company of New York, is recover- 
ing from an operation at a Milwaukee hospital. 

Hugh L. Murrell, a well-known insurance 
man, has been appointed manager of a new 
branch office opened at Nashville, Tenn., by the 
Fidelity and Deposit Company of Baltimore. 

Everett G. Brown, actuary of the South- 
western Life of Dallas, Tex., has recently been 
admitted to full fellowship in the Actuarial 
Society of America, having successfully passed 
his final examinations. Mr. Brown is quite a 
young man, but he enjoys the distinction of 
being the only actuary in the State of Texas 
holding the degree of F. A. S. 
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GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 


The Conservative Texas Company 
ALWAYS AFTER AGENTS FOR FINE FIELDS ) 


Considerable desirable territory is open for negotiation with men 
who would make capable and alert representatives. 


UNION MUTUAL LIFE INSURANCE CO. 
PORTLAND, MAINE. 
Address: ALBERT E. AWDE, Supt. of Agencies. 











Service of Quality to Policyholdere 
Contracts of Superiority to Representatives 





Write for information relative to open territory.‘{/Have| two 
= ne agencies with business established where change is 
esired. 








If you can write Ordinary and Industrial 
dusiness in an exceptional field, under a pro= 
gressive live-wire manager, who controls five 
Offices, all making exceptional records and 
incidentally green=backs, address (in strict 


confidence to you) Box 75, Ironton, Ohio. 


MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


THE COMPANY. Backed and endorsed by the most substantial 
and influential business men in Kansas City. 
Practical insurance men of long experience 
and conspicuous success. 

MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 





THE MANAGEMENT. 


THE TERRITORY. 


DANIEL BOONE; President 


DANIEL BOONE, Jr.; Secretary 











HOW TO ORGANIZE AND OPERATE 
MUTUAL BUILDING AND LOAN ASSOCIATIONS 


A considerable number of insurance men throughout the country are now 
officially interested in local mutual building and loan associations, and find 
that such associations help their insurance business, as well as contributing 
directly to their income. 

A Virginian who is well posted as to the operations of such associations 
has gotten out a little book under the above title, in which the system is 
thoroughly described, with information concerning the keeping of books, 
the forms of certificate of incorporation, by-laws, etc., together with ques- 
tionsfrequently asked about such organizations, and their answers. 

This book is substantially boundin cloth, with gold title. 

PRICE $2.00 PER COPY 


Orders and remittances should be sent to 
THE SPECTATOR COMPANY 


Chicago Office 135 William Street 
Insurance Exchange New York 


Cnicaco OFFICE 
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besunmance ExcrANce 








$6,000.00 — $12,000.00 with $50.00 per Week 
Costs $56.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 100,000 Claims Paid $2,500,000.00 








Unusual Agency Opportunities at present in 
Minnesota, Indiana and lowa. 





Our Leading Salesman in 1919 made $12,000.00. 
Business Men’s Assurance Company 
W. T. GRANT, Vice=Pres. KANSAS CITY, MO. 

THERE ARE UNUSUAL OPPORTUNITIES 





for competent canvassers with The Great-West Life Assurance Company at the present time. 


I 
. ee . * . . I 
Territory—Agency contract—and the Policies to sell will be found right. There is a constantly 
growing demand for the Great-West Policies, and men with canvassing ability can take most profitable il 
advantage of this demand. Information on request. | 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


HEAD OFFICE—WINNIPEG, CANADA. 
Offices in the U. S. A.—Michigan, Detroit; North Dakota, Fargo; Minnesota, Minneapolis. 


EXCELLENT OPPORTUNITY , 


for Reliable, Energetic men to represent us in the states of 
— and Missouri with direct Home Office contracts. Liberal 
policies. 7 a 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Thos. F. Daly, President DENVER, COLORADO 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
Largest NR rg Ai 7 aa in the World 


A “‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 240,000 

The Reserve Fund is $14,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 











Write for information to: 
Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan 





“GRAND RAPIDS LABEL CO. _ 


GRAND RAPIDS, 


ABE 








List of American 
Life Insurance Companies 


(Revised to Date) 





Two hundred and fifty-four American legal reserve life insuranc 
companies are now licensed to transact business. Their corporate tit les, 
location of head offices, capital, names of presidents and secretaries, 
are given in convenient form on four pages, printed on bond paper, 
and will be found useful by every company, manager and agent. 


PRICE, 50 CENTS PER COPY 
THE SPECTATOR COMPANY 


135 Wittiam STREET: 
NEW YORK 











ier 


00 


atly 


ible 


of 


September 22, 1921 


THE SPECTATOR 





Life Insurance 





-_ 


a 








MUTUAL COMPANIES 
CONVENE 





National Association Meets at 
St. Louis With 300 Present 





Varying Laws Criticised—F. H. Wentworth 
Speaks on Fire Waste 
|Special Dispatch to THE SPEcrator] 

Sr. Louts, Mo., Sept. 20.—The twenty-sixth 
annital convention of the National Association 
of Mutual Insurance Companies is holding a 
four-day convention here, which commenced 
Monday evening and will continue through 
Thursday. The convention is being held at the 
Planters hotel, and is being attended by about 
three hundred delegates. Fire insurance and 
losses are the principal topics being discussed. 

The convention proper did not meet until 
Monday evening, although in the morning the 
annual meeting of the National Association 
board of directors held an executive meeting 
and there was also an executive meeting of the 
mutual reinsurance bureau. 

The convention proper met at 7:30 in the 
evening. Following the invocation by Dr. 
Gebbel of Pennsylvania, the delegates were 
welcomed to St. Louis by W. T. Finley, private 
secretary to Hon. Henry Keil, Mavor of the 
city, who could not attend. 

Mr. Finley extended the glad hand and told 
of the many points of interest in St. Louis, 





AMERICAN LIFE 
REINSURANCE 
COMPANY 


OFFICES 


DALLAS 
1000 Main St. 


CHICAGO 
108 S. La Salle St. 


BUSINESS GOOD 
at 
BOTH OFFICES 


INSURANCE IN FORCE 
OVER $25,000,000 
From 
OLD LINE COMPANIES 
ONLY 


FULL. COVERAGE 
LIFE—DISABILITY 
DOUBLE INDEMNITY 


A. C. BicGrER, PRESIDENT 
FRED. D. STRUDELL, SECRETARY 

















first two contract years. 


OHIO , INDIANA AND ILLINOIS 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of 
Chattanooga, Tennessee, intends to enter these states. 

This announcement is not addressed to satisfied 
representatives of other Companies, but to experienced , 
successful life insurance solicitors, who wish to 
obtain General Agency Contracts. 

If your character is above reproach, and you 
have paid for a minimum of $200,000 annually for the 
last three years, and are ambitious to own and operate 
a General Agency , ——Write us, giving full particulars. 

Liberal financial assistance extended during the 


-Minor Morton, Vice President and Agency Manager 











and he hoped the delegates would be so im- 
pressed that they stay as long as they could, 
and would come again. He told of the growth 
of the city and that, instead of extending the 
limits, the improvements and growth were con- 
fined to the city proper. 

E. J. Brooklan, Celina, Ohio, who responded, 
said the association believed in advertising and 
this was a good time to do it. He proceeded 
to tell of the number of insurance companies 
the association was composed of, its great num- 
ber of policyholders and the large amount of 
money represented. The association, he stated, 
was represented by business men, although it 
had been called a bolshevik and _ socialistic 
organization. The members were satisfied 
with a fair return on their investment and 
they were practicing what Babson preached, 
“Religion in Business.” 

President Justin E. Peters of Philadelphia, 
in his annual address, told of the substantial 
growth in membership, and the spirit of har- 
mony and co-operation that prevailed. Bitter 
attacks, he said, had been made on mutual 
principles, but it has only brought mutual in- 
surance into greater prominence. The mutual 
insurance laws of various States, like Joseph’s 
coat of many colors, were many, but the objec- 
tions to conditions were being gradually re- 
moved. 

Secretary Harry P. Cooper, Crawfordsville, 
Ind., in his report, made many suggestions. 
He also gave a general financial statement and 
also the number of memberships throughout 
the country. He recommended a mutual insur- 
ance bulletin to gather more information. 

The treasurer’s report by C. A. McCotter, 
Indianapolis, gave the financial condition of 
the association. 

L. R. Welch, Fitchburg, Mass., in his report 
of the actuary bureau, gave a mass of sta- 
tistics and recommendations that more agents 
join the acturial bureau. 

The report of the mutual-insurance bureau, 
by Henry P. Magill, Chicago, in addition to 
giving statistics, said that assistance was given 
by the bureau that was invaluable, and con- 
cluded by announcing that the necessary 
amount of money to organize the bureau had 
heen subscribed and that due announcement 
would be made concerning it. 

Previous to adjournment in the evening, 
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President Peters stated he would announce the 
standing committees later in the convention. 

The Tuesday morning session was opened by 
the reading by W. M. Deisher, Reading, Pa., 
of an ancient allegory to a modern event. He 
called it an “Eighth Book of Moses.” 

Franklin H. Wentworth, secretary of the 
National Fire Prevention Association, Boston, 
told of the value of co-operation in reducing 
the fire waste, and Hon. Chas. F. Nesbit, 
Washington, read a paper on co-operation in 
insurance. 

The afternoon session was given over to the 
annual meeting of the federation and also 
group meetings, at which there were round 
table talks on various subjects. A banquet 
was given in the evening. 

Mutuals to File Rates in Kansas 

Frank L. Travis, Kansas Superintendent of 
Insurance, has sent a notice to all the mutual 
fire insurance companies operating in Kansas 
that they must file their rates and schedules if 
they write any business within the cities of the 
State. For some time there have been reports 
to the department that some of the mutuals 
were writing insurance in cities. None of the 
mutual fire companies have filed their sched- 
ules and are not required to do so under the 
Kansas law so long as they devote all their 
energies to business outside the cities. The 
notice sent out this week directs the companies 
that if they write any business in cities that 
the complete schedules must be filed with the 
rating bureau. 





‘How to Sell Insurance”’ 

I wish to say that I consider the above pub- 
lication by William Alexander one of the real 
helpful books on life insurance salesmanship 
and especially adapted to the beginner. In my 
opinion, one of its chief virtues is the compact 
way in which the author treats the subject— 
Duryea & Finley, General Agents, Penn Mu- 
tual Life. 

Andrew J. Maloney Dead 

\ndrew J. Maloney, president of the Phila- 
delphia Life Insurance Company, died this 
week. Mr. Maloney was seventy-five years of 
age. 
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Attention, Insurance Men! 





A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 
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NEW YORK SURVEYS 

The Referring Times.—These are the days 
when few matters are settled but are referred, 
hence it is no wonder that the Long Island 
City matters were not fully disposed of but 
were referred to a committee of five. Pos- 
sibly there may be a point of view developed by 
the reference that has not yet been brought 
out. ’ 

The Insurance Society—An important 
meeting of the officers and executive committee 
has been called by President C. R. Pitcher for 
September 28. It is hoped at this time to 
settle the fall program in full, and advance the 
financial plans which are being matured. 

The Outlook.—The time is at hand for the 
Lockwood Committee to resume its sessions, 
but irrespective of that, because we cannot 
forecast what it may do, it is not impossible to 
forecast action in some respects. The action 
referred to is that which will be the outgrowth 
of what the committee have already done, and 
that is a greater control of the rate making 
function. Disguise it as one may the fact is 
that from the beginning of the attempt by the 
State to interfere with rate making, the State 
has steadily encroached on the rate making 
function, and while denying all the time the 
attempt to do so has steadily done so. Just 
what form it will take in the State we shall 
not know till the Legislature meets, but it is 
coming. 

The Rockaway Fire.—This fire will serve 
to stiffen the opinion of those who hold that 
only good-sized rates, whether secured by a 
schedule or flat method, is the proper way to 
handle such matters. What you are really 
underwriting is the conflagration hazard, they 
claim, and the rate should fit it. 

The Insurance Institute—The outlook 
now is for the annual conference to be held in 
New York city on the 25th of October. 


CHICAGO AND THE WEST 
Cook County Field Club Meeting.—The 
initial meeting of the season of the Cook 
County Field Club was held in Chicago last 
Hinman, 


Week. George Wheeler financial 










editor of the Herald-Examiner, addressed the 
club on the subject of “International Markets.” 


Northwestern Underwriters’ Meeting.— 
The annual meeting of the Fire Underwriters 
of the Northwest is to be held at Chicago at 
the Congress hotel on October 5 and 6. An 
exceptionally large attendance is anticipated in 
view of the fact that this will be the Golden 
Jubilee meeting. 

Annual Meeting of Blue Goose.—The an- 
nual meeting of the Illinois Pond of the Blue 
Goose was held in Chicago on September 109. 

Board of Insurance Club Holds Meeting. 
—A special meeting of the board of directors 
was held last week for the purpose of receiving 
the report of the committee on vitalizing the 
Institute work during the coming semester. 
A, T. Graham, chairman of the committee, re- 
ported a recommendation that from ten to 
twelve additional lectures be added to the first- 
year casualty course, all on the subject of IIli- 
nois Workmen’s Compensation Act. He further 
recommended that the educational committee of 
the Insurance Institute of America be requested 
to reduce to fifty points the total credit for cor- 
rect answers to the final examination questions 
in this course on the original work consisting of 
employers’ liability insurance, and that the addi- 
tional fifty points of credit being given for cor- 
rect answers to the final examination questions 
on the subject of Illinois Workmen’s Compensa- 
tion Law. Broad powers in this direction were 
given to the Institute committee at one of its 
conferences several years ago. 


PACIFIC COAST 

Luncheon to Insurance Men.—That insur- 
ance is coming into its own in California is in- 
dicated by the fact that it was made the motive 
of the luncheon of the California Development 
Association, held in San Francisco on Septem- 
ber 1. Charles W. Helser, vice-president of the 
West Coast Life Insurance Company, was the 
chairman of the meeting. Among the speakers 
were: Insurance Commissioner McCabe of the 
California Insurance Department; C. J. Hol- 
man, Pacific Coast manager of the Commercial 
Union and president of the California Insur- 
ance Company, who represented the fire insur- 


KEINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 


ance interests of the State, and Gordon Thom- 
son, actuary of the West Coast Life Insurance 
Company, who represented the life insurance 
interests. 


Airplane Spark Causes Claim.—California, 
it is believed, holds the unique record of having 
the first claim on record for damage caused by 
sparks from an airplane. The case in question 
is for damage by fire on the ranch of G. F. 
Pegden, near Chico, Cal. 


Invites Fire Chiefs.—An invitation to hold 
the 1922 convention of the National Associa- 
tion of Fire Chiefs in San Francisco will be 
extended at the national meeting at Atlanta, 
Ga., next month by Fire Chief Thomas R. 
Murphy, who will be the city’s representative. 
Chief Murphy will be ably assisted by Jay 
Stevens of San Francisco, chief of the Fire 
Prevention Bureau of the National Board of 
Fire Underwriters, who will also be in attend- 
ance at the meeting. Prior to attending the 
national meeting, Fire Chief Murphy will at- 
tend the convention of the Pacific Coast Fire 
Chiefs Association, which will be held at Vic- 
toria on September 27. 


COMMISSIONER WILSON’S REMOVAL 
DEMANDED 
of Mountain 
Makes Charges 

W. L. Vernon, a stockholder of the Moun- 
tain States Life Insurance Company, of 
Denver, has filed a petition with the Colorado 
Civil Service Commission which asks for the 
removal from office of State Commissioner of 
Insurance Earl Wilson, according to an article 
in the Denver Post. It is alleged that Mr. 
Wilson has been inefficient, and unfair in his 
treatment of the company named. 

It is also asserted that suits are to be. brought 
against Commissioner Wilson and certain in- 
surance men for damages aggregating $1,000,- 
000. 


U. S, Fidelity to Write Sprinkler Leakage 
The United States Fidelity and Guaranty 
Company of Baltimore announced last week 
that it is now writing sprinkler leakage cover- 
ing direct loss and damage due to the leakage 
of water from automatic sprinkler systems. 


Stockholder States Life 
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No word in any language has greater signifi- 
cance to a real man than the word duty. 
Nothing appeals with such commanding force 
as this inborn, inherited sense of duty. 


In all literature there is no greater illustration of the power 
that duty exerts over man than in Homer’s story of Ulysses, 
King of Ithaca. In attempting to return home after the siege 
of Troy, he is shipwrecked on a foreign shore and all his follow- 
ers perish. It proved to be the land of immortals who are 
greatly impressed with Ulysses and endeavor to persuade him 
to dwell among them. Flattered and cajoled, time passes, but 
finally Ulysses awakens to the fact that he should return to his 
wife, Penelope, his family, his people, his kingdom. He tells 
of his love for Penelope. ‘The Goddess argues that her love is 
as great or greater than that of Penelope. ‘Therefore, he should 
stay with her. He tells of his family pride, his patriotism, his 
honor, but every argument is skillfully met by the immortals. 
Finally he asserts that it is his duty to cherish and protect his 
wife and family, to be a real king to his people, guiding them 
carefully to better their condition, to defend his kingdom against 
all comers. The immortals had no argument to offset the in- 
born, inherited sense of duty. Duty is greater than pride, 
greater than honor, greater than patriotism, greater than love. 
It is the great commanding force that keeps mankind true to 
its ideals. 


Insurance companies are actuated from a sense of duty to 
perform. ‘They are a great intellectual moral force teaching 
every day practical lesssons in honesty and uprightness. Their 
guiding hands are forcefully, persistently teaching the word of 
the Master. Theirs is not a theoretical Sunday sermon but 
an every day sermon. Pride, honor, love, may or may not 
influence them but duty does—duty to agents, to policy hold- 
ers, to stockholders, to society. 


Next to government itself insurance is the most stabilizing 
influence in society. It encourages and protects individual 
thrift and responsibility without which this world would revert 
to chaos. 


The men guiding the destines of Michigan’s Two Peninsulars 
believe in this inborn, inherited sense of duty and they will not 
skirk their responsibilities. 
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insurance which has taken place during the last 
few years. * : 

(he insurance world has committed itself to regu- 
lation. No one will question that statement. I be- 
lieve that we are standing at the fork of the roads— 
one following the line of self-regulation with certain 
supervisory powers on the part of the commissioner; 
the other leading to strict State regulation and perhaps 
to State insurance. Which road we shall travel de- 
pends upon the companies and the agents. I have 
little fear of the further extension of State insur- 
ance. The past few years have furnished enough 
“horrible examples” to keep us out of that field, but 
I do fear too rigid State regulation. If you demon- 
strate that you cannot so regulate the business as to 
do justice to the public, the State will take a firmer 
grasp and you will be in the throes of State-made 
rates and rules and forms. I do not want this to 
happen. In my own State I think I see the hand- 
writing on the wall, and that is one of the reasons I 
wish to call your attention to these dangers to-day. 


RESOLUTIONS 


Mr, Whitman also declared that during the 
four years the fire rating law has been in effect 
in Wisconsin, stock companies increased their 
business nearly 100 per cent and mutuals and 
reciprocals 250 per cent. 

The following is the text of the resolution 
on “Public Relations” adopted by the National 
Association of Insurance Agents at Los 
Angeles last Friday: 


The business of insurance has lately been attacked 
by a New York investigating committee presumably 
engaged in investigating housing conditions, Any in- 
vestigation of stock fire insurance which is predicated 
on false information is bound to create false im- 
pressions and lead to false conclusions. 

One of the false conclusions to which the public 
mind has been directed is that there are secret rates, 
unrevealed profits and improper bookkeeping in the 
business, when in fact there is no business more 
open to public scrutiny or more carefully supervised 
by public officials than stock fire insurance, and hence 
no business entitled to greater public confidence. 

The conservation of human life is the noblest work 
of man. Next in importance is the conservation of 
the property assets of America from destruction by 
fire. The work of stock fire insurance companies for 
the conservation of human life and the preservation 
of property from destruction through their individual 
and joint work is not equalled by any other business 
in the world. These efforts are not spasmodic, but 
are now and for many years have been carried on 
systematically and efficiently. 

There is a vast difference between a conspiracy in 
restraint of trade or a combination made to regrlate 
Prices to the disadvantage of the public and a co- 
ordination of effort for the reduction of operating ex- 
penses through uniform schedule rating. Fair minded 
men everywhere recognize that a concession granted 
for improving a fire hazard condition is a fair, just 
and equitable reward merited by the property owner. 

The agreement recently reached between the super- 
vising insurance officials of the several States and thie 
stock companies, whereby the distributable under- 
writing profits are limited, based on operations as a 
whole, averaged over five-year periods, surely removes 
all stigma of trust or monopoly and is the most com: 
Prehensive, yet simple, plan ever devised in the regu- 
lation of a private business for the protection of the 
buying public. 

We believe that if the people at large understood 
the part that stock fire insurance plays in the con- 
Servation of the resources of this country, while at 
time furnishing sound indemnity at the 
lowest possible cost consistent with safety, the public 
would seek to protect insurance in the legislative 


the same 


halls of the country rather than permit the business 
to be loaded with taxes and restrictions that hamper 
operations and of necessity increase the cost of the 
indemnity to the public. 

We desire to commend the National Board of Fire 
Underwriters for the large part it plays in public 
The publicity campaign recently un- 


Welfare work, 


dertaken by the National Board for the purpose of 
explaining the fundamental elements which are most 
likely to be misunderstood in a business so intricate 
and dealing with so many complexities is bound to be 
beneficial to all. 

The National Association of Insurance Agents is 
to be congratulated because its president, visioning 
the evil effect produced throughout the country by 
false and misleading information carried in the 
metropolitan press, was the first to spring into the 
breach and defend the business from this vicious and 
unwarranted attack. His letter of July 6 last was a 
clear, lucid and convincing ‘refutation of the untrue 
charges heretofore made and for the first time pre- 
sented clearly to the public the justice, equity and 
fairness of the stock insurance business. 

The high standard of solvency of the stock insur- 
ance companies operating on the present reserve basis 
means greater security for those who buy fire insur- 
ance, and this standard of protection should not be 
lowered. 





JAMES L. CASE 
NATIONAL ASSOCIATION OF 
AGENTS 


PRESIDENT, 
INSURANCE 


In view of the foregoing conditions the National 
Association of Insurance Agents, in annual convention 
assembled, renews its fealty to stock fire insurance 
companies and bespeaks greater co-operation in the 
future. We pledge our members to undertake the 
education of the public in order that the business 
may not be misunderstood or maligned. 

We call upon the various States to see that the 
same high standard of solvency imposed upon stock 
insurance companies be extended to all other classes 
of property insurance carriers, so that the good name 
of stock insurance may not be tarnished by failures 
of co-operatives operating under a permitted restric- 
tion of the liabilities of their members and reserves 
less than adequate. In the public mind all insurance 
is one. Therefore, we should undertake to differ- 
entiate between sound insurance and that unstable 
and irresponsible so-called insurance that creates so 
much trouble in the business by reason of its con- 
stant insolvency. 

We question the equity and justice of co-operative 
insurers issuing both participating policies and so- 
called stock or non-assessable certificates, and believe 
that there should be a law in every State requiring 
that certificates of all concerns be designated as 
“assessable,” so that the insured may know they are 
buying something under which a far greater liability 
may exist than supposed. 

In dealing with the subject of non-stock insurance 
we believe that the matter should be judicially, calmly 
and dispassionately presented in order that there may 
be a thorough and complete understanding on the 
part of the buying public as to just the kind of in- 
demnity they are at all times securing, having always 
one thing in mind, that being the ample and complete 
protection of the public. 


President Levison’s Address 
The subject I have selected is one that to the best 
of my knowledge has not often been discussed, but 
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which has been impressing itself upon me more and 
more, and I, therefore, earnestly beg that you give 
consideration to my remarks particularly as coming 
from one who has had—if I may take the liberty of 
saying so—rather better opportunities for ‘viewing 
the situation in the perspective than has the average 
member of the insurance fraternity. 

It will doubtless be a surprise to many of you 
when I say that the insurance men of the country, 
company managers and_ representatives 
alike, have been most indifferent to their responsi- 
bilities and obligations, due, in a large measure, to the 
fact that they are all so absorbed with the work and 
detail of their own positions or business that they 
have too often overlooked their very important duties 
in other directions. 

In this address I intend to hold the mirror up for 
all to look into, in the hope that the reflection may 
open our eyes to our own deficiencies and possibly 
result in an awakening of conscience, and lead to a 
better understanding and closer co-operation between 
executives and representatives, and, what is of equal 
importance, a greater interest and activity on the part 
of insurance men in the commercial and _ political 
affairs of the nation. 

I realize thoroughly the novel character of these 
suggestions, especially in the light of our lifetime 
habits and present-day conditions, but I feel that 
there is no more fitting time nor place, and certainly 
no association in our business better qualified to assist 
in furthering such a movement, should I be so fortu- 
nate as to have my views meet with your support and 
approval. 

For the purpose of clarity I shall deal with each 
feature of the subject separately, and will take up 
first, our fesponsibilities and obligations to each other; 
in other words, the personal feature or element of 
our profession. 

One does not have to go back very far to the time 
when company executives looked upon the National 
Association of Insurance Agents as an organization 
of radical and selfish men banded together largely to 
force the companies to grant them special privileges 
and higher commissions;:in fact, an organization of 
disloyal and selfish representatives who were actively 
antagonistic to the very business from which they were 
deriving a livelihood. As for the underwriting or- 
ganizations of the country, they were simply, in the 
eyes of the average agent, groups of high salaried 
(shall I say generally overpaid?) company officials 
who, swinging in their swivel chairs, knew little and 
cared less for the trials and tribulations of the agent 
incidental to his personal contact with the public at 
large and the assured in particular. Two not very 
pretty, but, I think you will agree, fairly accurate 
pictures reflecting a sentiment of only a few years ago. 

We have, therefore, every reason to take comfort 
in the fact that to-day there is a far better under- 
standing between company executives and representa- 
tives than ever before, which is best evidenced by the 
presence at this convention of the honored president 
of the National Board of Fire Underwriters and the 
establishment of conference committees by the Na- 
tional Board and this association for the purpose of 
bringing about closer co-operation between the mem- 
bers of the two organizations. But, if I read the 
signs of the times aright, there is necessity for even 
greater harmony and a better understanding in the 
future. 

It must constantly be kept in mind that insurance 
is almost the only great business activity left for the 
professional agitator or self-seeking politician to at- 
tack. The steam railroads of the country are now 
receiving the sympathetic support and assistance of 
the Federal Government. The urban and suburban 
railways are generally in financial difficulties, most of 
them being either in actual receiverships or going 
through periods of reorganization; at all events, 
safely beyond attack. The power and lighting com- 
panies have quite generally been permitted by public 
service commissions to increase their rates, and so on 
all the way down the line. 

Insurance, on the other hand, with no privileges 
from either State or Nation, subject to supervision 
and direction by officials of every State in the Union, 
a business without which commerce cannot be carried 
on, stands to-day practically alone as the target, as I 
have just said, for the professional agitator or self- 
seeking politician. 


executives, 
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FIRE UNDERWRITERS 
RATING BUREAU MAP 


shows at a glance the 


NAME, LOCATION AND JURISDICTION 


of each rating bureau in 
THE UNITED STATES 
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This map is of service to Fire Insurance 
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DEVELOPING PROSPECTS 


How Agent Should Provide Against 
Streak of Bad Luck 


PLANNING WORK AHEAD 


How a Successful Newspaperman Prepared 
Against Dull Times 
By Witt1AM THORNTON 

The most energetic and competent life insur- 
ance agent will have dull days. He may keep 
an active list of prospects and may plan his 
work ahead, but times will come when the list 
will not yield a sufficient number of interviews 
for him to make the usual number of. sales. 
John Doe, who has promised his application for 
$25,000, will leave the city unexpectedly just 
at the time the agent expected to close him 
The directors of Richard Roe & Company, who 
have been contemplating insuring the life of 
President Roe for the benefit of the concern, 
will meet and decide to defer action. Another 
well-intentioned prospect, who has put off ap- 
plying until just at this particular time, will be 
seized with a bilious attack and must wait a 
few days until he can pass the examination. 

Examples might be multiplied, but every 
agent who reads this knows well enough that 
occasionally he does have a run of hard luck 
like this, and unless he is very resourceful he 
must wait until Mr. Doe comes back to town, 
or until something else happens, or he must 
fume around and find some new prospects and 
assemble a lot of information about them be- 
fore he is ready for the actual canvass. Time 
and money are lost. 

While recently in Atlanta, the writer was in 
the office of a successful newspaper man, who 
is in charge of the Southeastern bureau of one 
of the widely circulated trade journals of the 
country. During the conversation the journal- 
ist remarked that happenings of interest had 
lately been very scarce. We observed that, 
notwitlistanding, his department had been filled 
with readable stuff, which he must have dug up 
from somewhere. He smilingly opened one of 
the drawers of his desk and showed us a card 
file, alphabetically arranged. 

Each card represents an acquaintance he has 
made over a period of time, and on it is entered 
sundry information as to occupation, income, 
Worth, hobbies and even religious views! Every 
bit of additional information picked up now 
and then is jotted down. 

The journalist explained that when real news 
Was scarce he would consult this index and 
call on some 
cluded. 


of the men whose names were in- 


This is the usual method of approach. 
“Good morning, Mr. Blank. I believe you 
were vice-president of the Georgia Golf Asso- 
ciation in 19—. During that year there were 
certain changes in the rules .” He sel- 
dom gets farther. This will start a train of 
conversation; one thought will lead to another, 
and in-a few minutes some word will be 
dropped which will give the journalist an en- 
tering wedge. He then becomes the aggressor 
in the conversation and directs it whither he 
will, securing in perhaps half an hour’s time 
the basis of a good news story. 

“T never resort to this method 
put for news, and I never give a man a chance 
to ask, ‘What can I do for you to-day?’ when 
| make a call like this,” concluded the journal- 


until hard 


ist. 

Before we left his office we told him that he 
could have an agency contract with the com- 
pany we represent at any time he decided to 
give up the newspaper business, and we went 
away thinking what a splendid scheme his 
would be for agents. 

The index is not really a live prospect list, 
but rather corresponds to the surplus of a great 
corporation, which is held in reserve to meet 
emergencies. 

The names are collected continuously and 
held until needed, and such cards as prove not 
to represent prospects may at once he 
thrown out. 

But when the dull season sets in and busi- 
ness slackens, the agent need not be idle. He 
can turn to his index and from it in all prob- 
ability develop some real prospects. 

And when you come to think of it, the same 
method of approach used by the newspaper- 
man will give the agent an entree. He has only 
to let the other fellow do a little talking at the 
beginning of the interview while he listens at- 
tentively. At the proper the agent 
can turn the talk to insurance, and sometimes 
he may be able to close on the first interview. 


real 


moment 


Timidity 
Timidity is just another name for self-con- 
sciousness, and all of us have it in the begin- 
universal ailment. 
But there 
The first 
hundred 


ning. It is a natural and 
like measles and whooping cough. 

is a sure remedy for it—practice. 

hundred interviews, like the first 
vears, are the hardest, but the agent who takes 
himself by the back of the neck and sticks it 
out through the period when there is an in- 
clination to duck and dodge soon finds his self- 
consciousness gone and confidence in its place. 
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PERSONAL FRIENDS 


Do Not Try to Work Them, But Let 
Them Work You 


A BIG MISTAKE 


Fishing Trip Soliciting Like Love Talk 
When a Girl Is Trying on a New Hat 


“Don’t try to work your friends,” said the 
little old man in the corner, whom we boys 
in the agency office call “The Professor.” And 
as a teacher in a school of life insurance so- 
liciting, if you could get him, he would be 
worth a hefty salary. “I mean, don’t solicit 
your personal friends; soliciting your personal 
friends takes care of itself. If you are the 
right kind of a life insurance agent, you need 
never open up to personal friends. They'll do 
the opening up. It’s a case of taking care of 
route work and personal friends will take care 
of themselves. And when a close intimate does 
open up on life insurance, it’s almighty easy to 
land him for the limit he can afford. An infant 
could do it in his bottle days of soliciting. 
“As I say, don’t try to work your friends,” 
went on “The Professor,” whirling around his 
chair, well into his lecture. “TI shall never for- 
vet how the iesson I’m giving you was rubbed 
in. That was when my chemical business went 
into the hands of a receiver and I took up life 
insurance. And little did I know that a far 
hetter biz than chemicals had, as I may say, 
urged me to enter the door. 
“And on the side, let 
strange that a trade as fine as the ratebook 
trade is forever urging men to take it up. No 
capital required, but a little car fare and good 
sole leather. And returns for industry that 
are not found in many trades or professions. 
‘But to get back to my lesson on not work- 
ing your friends. As I say I was new at the 
game, and just after I took it up I got the 
hunch that I’d work the few who were close 
friends. I started with Jeremiah 
Hamway. We had been schoolboys together, 
and during my chemical days Hamway and | 
were as chummy as two gold fish in the same 
globe. Hamway was well fixed—almighty well 
fixed—and I thought I could land him for the 
We were both fishermen, 
went for weakfish off 


me say it’s rather 


personal 


whale of an app. 
and once in a while 
Staten Island. 

“T decided to invite Hamway 
after our lunch, when we generally gave the 
fish a rest for-a half-hour, land him for the 
whale of an app. As foolish as talking love to 
a girl when she’s trying on a new hat in a hat 


fishing, and 








store. You want more than a fishing ear when 
you talk life insurance. 


RATHER A MISTAKE 

“After lunch that day Hamway pulled out 
two big cigars, gave me one and hunched him- 
self in the stern of the boat. I offered him a 
dose of what used to go with fishing trips. He 
became as comfortable as a cat on a cushion. 
‘Isn’t this great!’ he said. ‘Nothing like it! 
Wish this day would last for a week! Fine 
luck this morning, and we'll wait for the in- 
tide. Wouldn’t surprise me if we broke our 
record.’ 

“Somehow it seemed mighty hard in that 
boat, and feeling very comfortable myself, to 
open up on life insurance. But I got a grip on 
myself and I did. Gave Hamway an hour lec- 
ture on life insurance that I had carefully pre- 
pared. Called his attention to his duty to his 
wife and kids; extolled the company I had 
signed up with; explained how life insurance 
premiums are calculated; in brief, let myself 
loose on all the stuff I had been gathering in 
the month I had been a life agent. 

“Tn the middle of the lecture Hamway threw 
his cigar away and pulled his hat over his 
face. But I kept right on. As long as I was at 
the job, and my eloquence had taken the reins, 
I wanted to make the deepest impression on 
Hamway. And I foolishly thought I had made 
a deep impression on him. I had an app. and 
a fountain pen all ready, and when I finished 
my long lingo J pulled out the app. and the 
pen. ‘T’ll make an appointment for you with 
the doctor for next Wednesday, say at four 
o'clock,’ I said. ‘I feel sure you can carry fifty 
thousand, and, of course, as I’ve shown you, 
you'll take a twenty-payment life. I’ve fixed 
up the application—you can sign where I’ve 
made a pencil cross.’ And I reached the app. 
and the pen toward Hamway. 

“He never said a word, until after he sav- 
agely grabbed the app. and tore it into about a 
hundred scraps, which he threw out of the 


boat. That was a good fountain pen, but I 
never used it again. After the paper went the 
pen. 


“He was the maddest man I ever saw. ‘In- 
vite me to go fishing with you and get me all 
comfy, and then sling me this infernal stuff! 
You thimble-rigger—you flim-flam confidence 
man! Sell your gold bricks to your friend of 
school days, will you? Drat you, you double- 
blasted son of 

“Don’t reflect on my ancestry!’ I yelled. 
‘No man can do that!’ And I was mad clean 
through. That a friend of many fishing trips 
should use such talk to me made me forget life 
insurance. If I had done what I wanted to, I’d 
grabbed him by the hair, only that wouldn't 
have worked, for Hamway was bald, and 
chucked him into the briny. ‘I'll pull up the 
anchor! The only thing I want is to get ashore 
where I don’t have to be in the same boat with 
a thing like you!’ 

“Hamway rolled up his line, took his rod 
apart, put his fish in his basket. He didn’t offer 
to help me, and I rowed the boat to the wharf. 
Hamway lifted himself and his traps out. 





Then he turned, yelling, although we were not 
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ten feet apart, ‘If you ever speak to me again 
about life insurance I'll bust your damned 
features in!’ 

But Wrote Him 

“Rather a failure, that kind of working your 

friends, don’t you think?” asked The Profes- 
sor. “And I found I was so peeved that noth- 
ing would have induced me to speak to Ham- 
way for a year, let alone soliciting him again. 
But in that year I learned the lesson I’m giving 
to you cubs. And one day I walked into Ham- 
way’s office and I said to Hamway, ‘We all 
make mistakes, and the last time we fished to- 
gether I made a whale of a mistake. And 
don’t fear. I’ll talk to you on any subject 
from what’s on the other side of the moon to 
what’s good for rheumatism, but never again 
on life insurance. Let’s go fishing. I’ve got a 
tip about a pond up in Westchester county. 
Black bass there are as plenty as codfish in 
Fulton Market. I’ve got a man who'll get 
bait and row the boat.’ 

“Hamway was grouchy for a moment. Then 
he said, ‘Make it Friday.’ 

“And that’s how in the end I wrote Jeremiah 
Hamway for two hundred thousand. Never 
again did I open up on the subject that made 
Hamway so mad that weakfishing day and 
cost me a good fountain pen. But a year after 
the black bass fishing trip Hamway gets me 
on the phone. ‘There’s an agent who is trail- 
ing me,’ he said, ‘and lately I’ve been thinking 
about life insurance. Got some, but my part- 
ner thinks it would be better for our interests 
if I should protect the firm in case the goblins 
get me. While I’m doing it, seems to me 
would be a good time to add to the protection 
of the madam and the kids. Can you call 
around this afternoon?’ 

““But you know I promised I’d never talk 
life insurance to you again,’ I said. 

“ ‘Forget it!’ replied Hamway. ‘TI need your 
expert knowledge, and, besides, as long as I’m 
taking insurance I’d rather take it through you, 
old man. And, by the way, let’s have another 
day up on that Westchester county pond.’ 

“Make it Friday,’ I said. ‘And I'll be at 
your office at two-thirty for that life insurance 
talk?” 

Let Him Open Up 

The Professor gave full mouthfuls in his 
lecture to the cubs. In soliciting personal 
friends you always make them feel that you 
are working them, and to make a man feel that 
is a sure way not only to risk the loss of 
his friendship but to waste tongue energy. And 
he is almost certain, when the proper time 
comes, to open up himself. 

There’s a New York life insurance man who 
tells how he had a very intimate friend, who 
lived next door to him in a suburban town. He 
never mentioned life insurance to him. One 
time in the middle of the night the insurance 
man was awakened by the ringing of his door 
bell. In his dressing gown he went -down and 
wrote his neighbor for a ten thousand app. It 
seems his friend had been selected by the 
house he worked for to take a sudden trip to 
South America, and the steamer sailed early 
the following morning. He didn’t want to take 

the trip without additional protection for his 
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family. His physician, who lived near, was 
awakened and made the examination. 

No, don’t try to work your personal friends 
Work your route and gain business friends, 
As The Professor says, “Your personal friends 
will take care of themselves.” 


Why Everyone Should Have Life Insurance 


1. It is a good investment and helps one to 
save money. 

2. It protects loved ones in the great emer- 
gency. 

3. It creates credit at the bank. 

4. It increases happiness at home by taking 
the worry out of life. 

5. It never decreases in value. 

6. It enables you to educate the children. 

7. It provides a fund for your own old age. 

There once was a man whose arms were al- 
ways full of bundles—groceries for the house, 
a new dress for the wife, toys for the children. 
He was good to his family while he lived. 
When he died his wife had to sell the little 
home, move into a small room and go out to 
The children were deprived of a moth- 
The husband was prodigal with the 


work. 
er’s care. 
present, but he left his wife to face the future 
helpless and alone. No man should do that in 
this day and generation—New York Life In- 
surance Company of New York. 





“Tf there were more agents with warm hearts 
there be fewer prospects with cold 
shoulders.” 


would 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 

A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 

SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 


THIRD, that in case of death from cer- 
tain SPECIFIED acsidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 

FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

| De eee ete ee RRR $128 .05 
Twenty Payment Life........ $167 .10 
Twenty Year Endowment... .$235.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bidg., Concord, N. Hi. 
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Prompt Service 





The demand for an outlet for excess on Life Insurance 
Policies has been met by 


THE REINSURANCE LIFE COMPANY 
OF AMERICA 


DES MOINES, Iowa. 


REINSURANCE ONLY 


Full Coverage 








H. B. HAWLEY, President 





F. D. HARSH, Secretary 








A Rebate That Was Not a Rebate 
I. M. Wise, general agent for the Lawful 
Life Insurance Company, was looking over his 
correspondence when Fred Fieldman, special 
ageut, interrupted him with a problem. “You'll 
have to give me a lift on this,” said Fred. 
“Well, that’s what I am here for,” replied 
the general agent, detaching himself from his 
letters with an effort. “What’s the trouble?” 
“Hardy Pinch is a first-class prospect. 
Promised to take $10,000 twenty-pay, in fact, 
but Tom Crook of the Black Life offered him 
a forty per cent rebate and he says that if we 
don't meet it he will take a policy with Tom.” 
“Did you tell him that both Tom and his 
company are shaky?” 
“Yes, but he says that none of the companies 





Perfect Personal Protection 
The Combined 


Life, Health 


and 


Accident Policy 


Issued only by the 
Niagara Life 
Insurance Co. 


Protects Both Yourself and Your Dependents 








OFFICE 
Niagara Life Building, Buffalo, N. Y. 


Reliable Live Wire Agents Wanted 


HOME 


EUGENE TANKE, President 
W. C, DIXON, Secretary 











are any too good and Tom’s may last as long 
as he needs insurance. He can’t get his mind 
off of the $150 rake-off.” 

“Did you show him the laws on rebating ?” 

“He said that laws against rebating are like 
all other laws—they are on the books, but 
everybody breaks them.” 

“And he wants us to take a chance on doing 
time merely to save him a few miserable dol- 
lars?” 

“That's about the size of it.” 

“Well, it is the next thing to an impossibility 
to be open and honest with a man who is tem- 
peramentally crooked. Give him short-term 
for twelve months and collect both the short- 
term and the regular annual premium. This 
will give him insurance for two years at a cost 
but little above a full annual premium and it 
will good to him. In reality it will 
merely postpone his regular contract for a year, 
but be careful how you present the thing to 


low yk 


him.” 

“Mr. Wise, you are a genius,” replied Fred. 

Hardy Pinch received Fieldman somewhat 
more eagerly than a life insurance solicitor is 
usually received. “Well, have you decided to 
knock it off?” he inquired. 

“Can’t I induce you to buy good insurance in 
a good company and in accordance with the 
law?” was Fred’s rejoinder. 

“Twaddle,” replied Pinch. “If 
meet Crook's proposition there is no use wast- 


you can’t 
ing your time and mine.” 

“I'll make you a proposition, Mr. Pinch, and 
you must accept it or decline it mighty quick. 
Notice, I say I cannot give you a rebate. It’s 
But I'll make you out a spe- 
cial proposition. Ten thousand twenty-pay. at 
your age will cost you about $400 a year. 
Give me your check for $495 and I will give 
you two full years’ insurance for it. By this 
arrangement you keep $305 in your pocket. 
whereas Crook only offers to let you keep $160.” 

“Now don’t you fellows evers tell me that 
you can’t cut a premium if you want to!” re- 
plied Pinch as he promptly signed a check for 


against the law. 


the premium. 





Persistency 
We called at a ranch house this evening and 
the owner was eating his supper. Mrs. N—— 


; acute 
said, “I have come to see you on business. 
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Mr. R—— replied, “Come in, for the only time 


I have to talk is while I am eating.” She re- 
marked, “No, not until you are through.” He 
replied, “After that I must milk.” All right,” 
said Mrs. N——, “go on and do your milking 
and I will stay here until you are through.” 
He then replied, “After that I am going to bed 
at once.” She responded, “All right, go ahead, 
I will stay here until you get up.” He finally 
answered, “No use putting you off, I guess. | 
will see you right after milking.” 

This interesting conversation is an extract 
from home office correspondence with General 
Agent T. J. Webb. The lady referred to is 
Mrs. Martha A. Nevel, a new representative 
of the company. 

It is needless to say that a sale was made.— 
Idaho Life Insurance Company. 


Business Insurance Boost to Credit 


3usiness insurance is not appreciated or un- 
derstood by the average business man or busi- 
ness firm, for the simple reason that it has not 
been analyzed carefully, according to Frank 
I’, Loomis in the Chicago Evening Post. Mr. 
Loomis says: 

“Almost all business firms require credit, and 
generally that credit must be obtained without 
publicity. The hardest experience in the opera- 
tion of any business enterprise sometimes is 
getting it on its financial feet, and many a busi- 
ness, for lack of capital, has died a natural 
death. Now, it is within the power of any firm 
to get a desired loan and not be under obliga- 
tions to anybody for the accommodation. It 
can be done through business insurance. 

“Many times has a banker told a firm or an 
individual that, while he believed in their 
proposition and perhaps trusted them implicitly, 
he had to refuse the loan, the principal reason 
being, if you could get at the bottom of it, 
that while this banker knew you would pay if 
you would live, he was worried that in case the 
business was deprived for some reason of your 
services the loan would probably not be paid. 

“Tf you could show this same banker a 
policy of business life insurance, payable to the 
firm as beneficiary or to the maker of the note, 
you undoubtedly would get the money. Busi- 
insurance means credit and cash 
needed. Cold cash is often needed to tide over 
any business for weeks or months following 
the death of an active partner, and at all such 
times creditors insist on getting their money.” 


ness when 


“Don’t envy a big producer. Use your head 


and be one.” 


Insurance Sales Letters 


Open the way to real business—create a leeen 
estieation of the value of adequate insurance and 
—— the way for a personal call to close the appli- 
cation. More than 400 salesmen are using Hal "eo 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
any official writes, “‘Am well pleased with the letters. 
hall be able to make effective use of them.” Re 
quest Particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 


RR cm RT 




















Our system of individual ac- 


counting is distinct from arty 
plan of life insurance on the 
market. Its justice makes an 
immediate and forceful appeal to 
the prospect. The accumulation 
of funds over the mortuary and 
expense accounts is another orig- 
inal and striking feature. We 
offer you the opportunity to make 
a connection which will give you 
every possible advantage in point 


of attractive goods. 


Guaranteed Equity 
Life Company 
W. W. KREAMER, Pres. 
127 N. Dearborn St. Chicago, IIl. 














Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$1,413,961.00 on Deposit with the 
Indiana Insurance Department. 


$206,155.00 Surplus Protection to 
Policyholders. 


$16,000,000.00 Insurance in force. 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOWBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO AND ILLINOIS. 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. 


Address the Company. 
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Show This to Your Prospect 
From Government figures and other authen- 
tic sources the American Bankers Association 
has compiled the history of the average I0o 
men in the United States so far as financial 
standing is concerned. It is the greatest ob- 
ject lesson ever printed. 


History oF 100 AvERAGE MEN IN UNITED 
STATES AT 25 YEARS OF AGE 
(100 men on equal footing.) 


AT 35 YEARS OF AGE 
Ten are wealthy. 
Ten are in good circumstances. 
Forty have moderate means. 
Thirty-five have saved nothing. 
(Five dead.) 


AT 45 YEARS OF AGE 
Three are wealthy. 
Sixty-five self-supporting, but without re- 
sources. 
Sixteen dependent. 
(Sixteen are dead.) 


At 55 YEARS OF AGE 
One is very wealthy. 
Three are in good circumstances. 
Forty-six are self-supporting. 
Thirty are dependent. 
(Twenty are dead.) 


At 65 YEARS oF AGE 

One is very wealthy. 

Three are wealthy. 

Six self-supporting by labor. 

Fifty-four in poor-house or dependent upon 
relatives. 

(Thirty-six are dead.) 

Select the class you want to be found in at 
sixty-five and save with that end in view. 





Is Your Life Insured? 

Is your home mortgaged? If it is you in- 
sured it against fire because otherwise no one 
would have lent you a cent on it. 

But have you insured your life in order to 
protect the equity of your family and your own 
interest in the property in case of your death 
or permanent total disability, or provided a 
sinking fund through an endowment policy to 
pay off the mortgage at a definite date? 

Can you afford to be more blind and careless 
of the interest of your family and of yourself 
than the man who compels you to protect his 
small loan, not against a certainty like death 
and the possibility of disability, but against the 
possibility of fire? 

If your house is mortgaged take out life in- 
surance sufficient to wipe out the mortgage en- 
tirely as well as your other debts, and enough 
more to keep*the house in repair, pay the taxes 
and provide a little income against contingen- 
cies. 

You are not doing anything self-denyinz 
thereby; you are simply showing the care for 
your family and your own business interests 
that the other man did for his property, and 
on your side there are a thousand sentiments 
and duties where there is but one on his. 
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Personal! 


It’s the personal, 
friendly spirit that 
makes the Peoria Life 
Happy Family of 
Successful Agents. 


HE PEORIA LIFE 
gives SERVICE to 
its policyholders and 

to its agents. Its sound 
methods and good reputa- 
tion are giving it a steady, 
healthy growth all in the 
Middle West. It insures 
men and women on equal 
terms. Policies are up to 
date in every respect, and 
contain liberal and attract- 
ive features which make 
them sell. 


It is developing new terri- 
tory in the Central West 
and has good positions for 
good men. 


Peoria Life 


Insurance Co. 
PEORIA, ILLINOIS 


EMMET C. MAY 


President 


HENRY LOUCKS 
Superintendent of Agents 


GEORGE B. PATTISON 
Secretary and Actuary 


Fourteenth Year 
$65,000,000.00 in force. 
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727 Monadnock Block, Chicago 


Interest FA RM MORTGAG ES aan 


represent the greatest bargains in the investment field today. 


Until civilization is restored in Russia and until we have peace, order 
and industry in Central Europe, the Balkan states, as well as Siberia, there 
can be no agricultural over production. 


There are no millions of acres of unused lands and the acres available 
for profitable agricultural development in the United States are limited. 


Hence, a first lien against a highly improved farm remains as ever the 
soundest security on Earth. 


Land is the basis of credit. Land is the poor man’s investment. Land 
is security for loans which aggregate billions of dollars and supply the life 
blood to our industries. 


Over fcur billions of dollars are today invested in farm mortgages by 
the great life insurance companies who have found them the most depend- 
able investment in times of stress or during the World War. 


The rates of interest are decreasing and the investor who assures his 
estate an income of 7% per annum for the next ten years has built wisely 


indeed. 


The thirty-seven years’ experience of The F. B. Collins Investment 
Company as exclusive dealers in farm mortgages enables you to secure the 
choicest offerings. 


Get the facts. Our Booklets ‘Why Collins Farm Mortgages are Safe’’— 
‘“‘As Others See Us’ and ‘‘8% Collateral Trust Bonds”’ (sent free on appli- 
cation) will convince you of the superiority of these securities. 


F. B. COLLINS INVESTMENT COMPANY 


Members of the Farm Mortgage Bankers 
Association of America 











Home Office: Oklahoma City, Oklahoma 
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FOR AGENCY 
ADDRESS 


E. F. Phillips, State Mer’ 


Waxahachie, Texas. 





T. J. Murphy, Mer. 
412 Burton Bldg. 
Ft. Worth, Texas. 





J. F. Townsend, Mer. 
211 Keith Bldg. 


Beaumont, Texas 





Ratliff & Sanford, 
State Managers, 
630 Security Bldg. 
Oklahoma City, 
Oklahoma 





E. A. Stanley, 
State Manager, 
539 Donaghey Bldg. 
Little Rock, Ark. 





Dr. Jos. R. Ducote, Mer. 
Louisiana & Alabama, 
Cottonport, La. 





W. J. Scheider, Mer. 
So. Ga. & No. Fla., 
Valdosta, Ga. 





Wm. E. Hand, Mer. 
Southwest Florida, 
106 Magnolia St., 

Lakeland, Fla. 
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THE BANQUET TABLE. ASI: ZAG UP THE FARIT Gee wo 2) T 


WE PAY THE BEST COMMISSIONS §WE |} 


WE HAVE GOOD TERRITORY OPEN FOR DIRECT HOME OFFICE CONTRACTS BN PE 


KANSAS AND MICHIGAN. 


RESERVE LOAN LIFEBNS 


INDIANAPOLI, BNDIA 
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THF BANQUET TABLE. N° 2 ZAWNG OF THE PARII = (586 No 1) 


ONS EYE HAVE THE BEST SELLING POLICIES 


ACTS N PENNSYLVANIA, DELAWARE, OHIO, INDIANA, ILLINOIS, MISSOURI, 


CORRESPONDENCE INVITED. 


FEENSURANCE COMPANY 


LIS, BNDIANA 


ARE 
YOU 
INTERESTED? 


FOR AGENCY 
ADDRESS 


S. B. Woody, Mer. 
N. & S. Carolina 
Greensboro, N. C. 





Southern Finance Co., 
Mers., Va., E. Tenn., So. 
W. Va., Bristol, Va. 





C. J. Stewart, Mer. 
No. West Virginia, 
Morgantown, W.Va. 





R. A. Henry, Mer. 
Central Tenn. 
827 Stahlman Bldg. 
Nashville, Tenn. 





W. C. Hirst, Mer. 
Waterloo, Iowa. 





A. A. Smith, Mer. 
Mason City, Iowa 





S. C. Reichard, Mer. 
37 Laning Bldg. 
Wilkes-Barre, Pa. 





T. M. Paisley, Mer. 
Cohn Block 
Kane, Pa. 
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NOW READY 


The Insurance Year Book for 1921-1922 


FORTY-NINTH ANNUAL 


ISSUE 





ANNOUNCEMENT 


THE INSURANCE YEAR BOOK is issued in two volumes for 1921-1922 as heretofore, and embraces numerous 


important features. 
to Fire and Marine Insurance. 


care by experienced insurance statisticians, the figures being taken from official reports. 


One contains the statistics of Life, Casualty, Surety and Miscellaneous companies, the other relates 
All the statistical.and other matter that they contain has been compiled with the greatest 


These volumes together con- 


stitute a trustworthy encyclopedia of insurance information. 
“The volume devoted to LIFE, CASUALTY, SURETY AND MISCELLANEOUS INSURANCE contains the 


standard tables of Life, Casualty and other Companies brought down to include the official figures of 1920 for each 


company, in comparative form, for a series of years. 
Foreign Life and Accident Companies. 


Other tables show the standing and business transactions of 


THE FIRE AND MARINE INSURANCE volume contains elaborate statistics of the Fire and Marine Insurance 
Companies doing business in this country, in comparative form, for five years, (mutual companies, three years), together 


with details of assets and liabilities, and much other information. 


Tables are also given showing the status and trans- 


actions of the principal Stock Fire and Marine Insurance Companies of the world, and much other important informa- 


tion relating to Fire and Marine Insurance. 


It also embraces statistics showing the means of fire protection in over 


8,500 cities and towns in the United States and Canada, and a Directory of 62,000 Agents, Adjusters and Attorneys. 


EACH VOLUME 


IS COMPLETE IN 


ITSELF 





LIFE, CASUALTY, SURETY AND MISCELLANEOUS INSURANCE 


The volume devoted to Life, Casualty, Surety and Miscellaneous Insurance contains departments relating to such 


Companies under chapters headed as follows: 


STATUTORY RE ees. STATISTICS OF FOREIGN COMPANIES. 
ae I A. J bh naa Sed SEL ORGANIZATIONS. 
RETIRE AMERI CAN Compa aa - DIRECTORS OF COMPANIES. 
GENERAL AND SPECIAL AGEN 
These several chapters apply to the — features of Life and Miscellaneous 

Insurance, and are entirely different from similar chaptera enumerated below for 

Fire and Marine Insurance. 


LIFE INSURANCE TRANSACTIONS FOR FIFTY YEARS. 

This is a regular series of tables that have formed an important feature of THE 
YEAR Book for many years, presenting in comparative form the business transac- 
tions of all the American Life Insurance Companies for fifty years. They show the 
current business of the Life Companies in a concise manner for ready reference. 


COMPENDIUM OF OFFICIAL LIFE INSURANCE REPORTS. 

A very important series of tables, occupying one hundred and forty-five 
pages, giving the comparative exhibits of the business and financial standing of all the 
Life Insurance Companies of the United States, is presented under this heading. These 
tables are compiled from official reports and form the most comprehensive analysis 
of the annual statements of life insurance companies ever presented. These tables 
have met with great favor since their first publication, and they have been extended 
and improved for the present edition of THE YEAR Book. 


LIFE INSURANCE HISTORY. 

Under this heading a tabular exhibit is presented covering the transactions of all 
existing Life Insurance Companies for the past twenty years. The tables show the 
receipts of companies from policyholders, their investments, etc.; disbursements to 
policyholders under separate headings; expenses, total disbursements, new busi- 
ness, insurance in force at the close of each year, assets, liabilities, surplus, and in 
fact all the material points that are contained in the statistics regarding the transac- 
tions of recent years. 


CASUALTY, SURETY AND MISCELLANEOUS INSURANCE. 

A separate section is devoted to these important branches presenting a vast amount 
of information, statistical and otherwise. The section opens with a carefully prepared 
synopsis of the statutory requirements concerning the admission of companies to 
other States. Liability and workmen's compensation insurance is exhaustively 
treated so as to show the methods of operation, while the plans of other branches 
are also presented. The statistics cover a period of ten years and are arranged 
in an easily comprehended form, while giving all essential items. The department 
of Business by States occupies 148 pages and will be found of great value. 
The fact that everything relating to CASUALTY, SURETY AND MISCELLANEOUS 
CoMPANIESis now brought together makes THE YEAR Book more valuable than 
ever to that class of underwriters. 





FIRE AND MARINE INSURANCE 


The following list of chapter headings indicates some of the prominent features of the Fire and Marine Volume: 


REPORTS OF FIRE INSURANCE COMPANIES. Under this chapter head are 
presented detailed statements as of Dec. 31, 1920, of the respective fire and marine 
{insurance companies and Lloyds operating in the United States, with comparative 
tables covering their essential statistics for 5 years (stock companies) or 3 years 
(mutual companies); also giving officials’ and directors’ names; lists of field men and 
territory covered; descriptions of real estate and mortgage loans; descriptions of 
securities owned, with their market values by classes; risks and premiums in force; 
business since organization; data concerning San Francisco and other conflagration 
losses, capital changes and surplus contributions, etc. This chapter embraces the 
following classes of companies: American Stock Fire and Marine Ins. Cos. (licensed) ; 
Foreign Fire and Marine Ins. Cos. (licensed in the United States); American Mutual 
Fire and Marine Ins. Cos.; Underwriters’ Agencies; Lloyds and Reciprocal Under- 
writers’ Associations; Unlicensed American Fire Ins. Cos.; Unlicensed Foreign Fire 
and Marine Ins. Cos. 


AMERICAN BUSINESS.—NEW YORK CITY PREMIUMS (by companies for 
2 years). FIRE LOSSES IN NEW YORK (48 years). STATE INSURANCE 
OFFICIALS. NEXT LEGISLATIVE SESSIONS. SHORT RATE SCALES. 
FIRE LOSSES IN THE UNITED STATES (46 years).. FIRE INSURANCE 
STOCKS AND DIVIDENDS (25 years). NATIONAL BOARD TABLES (risks, 
remiums and losses, 61 years) TAXATION OF FIRE INSURANCE COM- 


SPRINKLERS. STATISTICS OF FIRES IN AMERICAN CITIES AND IN 
FOREIGN CITIES. RETIRED COMPA os mn ECEIVERS. UNDER- 
WRITERS’ ORGANIZATIONS. LISTS OF NSURANCE LAWYERS, 
BROKERS AND COMPANIES ACCEPTING SURPLUS LINES, AND IN- 
DEPENDENT ADJUSTERS. TABLES OF TORNADO INSURANCE AND 
OTHER LINES. FIRE INSURANCE IN CALIFORNIA FOR 35 YEARS. 
FIRE PREMIUMS IN VARIOUS CITIES IN 1920. TAXES PAID BY FIRE 
INSURANCE COMPANIES IN 1920. 


| _STATISTICS OF FOREIGN COMPANIES. INSURANCE IN_ FOREIGN 
COUNTRIES (embracing special consular reports, etc., from all parts of the world). 
INSURANCE IN CANADA. LATEST HOME OFFICE STATEMENTS OF 
FOREIGN COMPANIES. 


FIRE DEPARTMENTS AND WATER SUPPLY.—This exceedingly valuable 
department embraces 501 pages of data concerning the equipment for fire moore 
| purposes of over 8,500 cities and towns in the United States and Canada. The 
| information herein presented has been gathered from reliable sources, and forms a 
| most useful reference work for practical underwriters. 


| NOTABLE CONFLAGRATIONS IN THE WORLD’S HISTORY.—A list of 
| the more important fires from B. C. 1897 to A. D. 1921. 
| LARGE FIRES IN THE UNITED STATES AND CANADA.—This list comprises 
the fires which have occurred in the United States and Canada in the last two centuries 
and which are believed to have each inflicted damage amounting to at least $1,000,000. 
DIRECTORY OF INSURANCE AGENTS IN THE UNITED STATES AND 
CANADA.—A list comprising about 55,000 insurance agents, specifying the classes 
| of business transacted by each. Also 7,000 adjusters and attorneys. 
| 
| 
| 
| 


UNLICENSED COMPANIES.—In the chapter devoted to ‘ ‘Reports of Fire Ineur- 

| ance Companies”’ is given much information as to Foreign companies which operate 

in thie country without the authority of State Insurance departments. Very useful 
to agents, brokers, reinsurance clerka and the insured. 

MARINE DATA.—Policy forms; York-Antwerp Rules, Statistics, ete. 

LLOYDS AND RECIPROCAL UNDERWRITERS. —lIn the chapter devoted to 
| **Reports of Fire Insurance Companies"' is given much information concerning the 
numerous Lloyds and exchanges operating in various parts of the country. 
MISCELEANEOUS TABLES.—There are also other tabulations, giving risks 
| written and 'n force; fire patrols; etc. 


THE INSURANCE YEAR BOOK during its many years of publication has obtained a recognition among underwriters of all classes as 4 
standard authority upon ail matters pertaining to the business of insurance. It is invaluable to managers of companies as well as to the active 


men engaged in field work. 
type. 


The volumes are handsomely bound in cloth with heavy board covers, and printed on fine paper with clear, legible 


PRICES.—The following are the prices of THE INSURANCE YEAR BOOK, for the separate volumes or for the complete set: 


Life, Casualty,Surety and Miscellaneous Insurance, $15.00. Fire and Marine Insurance, $15.00. Both volumes, when ordered together, $25.00 


Sent prepaid to any address in the United States, or any country in the Postal Union (except Great Britain), on receipt of price; 


to other countries the extra cost of postage to be added. 


All customs charges in foreign countries must be paid by the purchaser. 


THE SPECTATOR COMPANY, 135 William Street, New York 
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TENNESSEE OPTIMISTIC 





Cotton Rise Bringing About Improve- 
ment in Situation 





DISCRIMINATING IN RISKS 





Mutuals and Reciprocals Active in East 
Tennessee 

‘ire insurance men in East Tennessee, who 
have felt keenly the effects of the slump, are 
more hopeful of better business conditions 
from the present time forward. 

Collections have been very hard since last 
January, rendering it very difficult for large 
and small agencies alike to finance their busi- 
ness. 

\lany concerns have reduced their lines; the 
decrease in valuation here, as elsewhere, has 
cut off the income of the agents. 





OF NEBRASKA 


209 Wilkinson Building 
Corner [2 and Farnam 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 


W. E. McCANDLESS, Vice=-Pres. 
Manager of Agents 
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It Is a Crime 

It is almost a crime to bring’up a 
family in affluence and for its master or 
chief to not arrange his affairs so that 
they shall not be exposed to sudden and 
severe poverty in case of death, when, by 
forethought and the help of substantial 
insurance companies, he can put some- 
thing aside out of his earnings for the 
mother and each child without being dis- 
honest with his creditors. 

In many instances known to the writer 
the wife has been the best partner the 
man had, and helped him materially in 
making his business a success. 

(Signed) Jomn WANAMAKER. 











However, with the advancing price of cotton, 
collections will be easier and the problem of 
financing agencies will be less difficult. After 
all, hard collections has been the greatest cause 
of worry of the agents. 

Decrease in valuation and reduction of lines 
would not annoy the fire insurance agents in 
this section to any great extent, if the collec- 
tion of premiums continued with any degree 
of regularity. 

The manager, of the fire department of one 
of the largest general agencies in [ast Tennes- 
see recently remarked that never before had the 
agents been so careful of the moral element of 
the risk. This man stated that many times re- 
cently, when returning to his office, he had 
found memorandums of telephone calls from 
various concerns which he had ignored alto- 
gether, because the moral hazard of the risks 
offered was far below standard. 

The local agents need all the good business 
they can get, but they are not taking on risks 
indiscriminately. 

Certain classes of business and industry have 
suffered to a greater extent than others during 
the depression. The fire men in this section 
have watched their risks among these classes 
with the closest scrutiny. 

The mutuals and reciprocals, of course, are 
at work in Fast Tennessee, but reports are 
scarce as to evidences of their activity. 

In the few large fires which have occurred 
in Chattanooga within the last five or six 
months, the mutuals and reciprocals have not 
been affected. 

“Risk nothing on to-morrow. To-morrow is 
a stranger and perhaps will be a grouch.” 









Named New England Mutual District 
Manager 

The Atlanta agency of the New England 
Mutual announces the appointment of Fred L. 
Willis as district manager. Mr. Willis had 
heretofore been engaged in Y. M. C. A. ac- 
tivities. 

T. N. Bradshaw of Atlanta joined the ranks 
of the New England Mutual at the same time, 
as special representative. 


Pays Double Indemnity Claim 

The Volunteer State Life of Chattanooga 
recently paid its first claim for double in- 
demnity on account of accidental death. Lucian 
Bain Perry, a policyholder, was drowned at 
Gulf, Texas, while trying to save the life of 
a fellow swimmer. He was insured for $5000, 
the beneficiary receiving the company’s check 
for $10,000. 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran= 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, III. 























BEN H. BERKSHIRE, President 


Issued by the 


CONTINENTAL LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 
ASSUME YOU CARRY $10,000.00 





The Company Will Pay 
For Natural Death... «6.6066 6ccsccces $10,000.00 
For Total and Permanent Disability, a monthly income to the Insured of........... 
For Major Surgical Operations (Maximum).. 
For Loss of Right Arm above Elbow or Loss of Either Leg above the Knee......._.... 
For Loss of Right Arm below Elbow or Left Arm above Elbow 
For Loss of Either Leg below the Knee 
For Loss of Left Arm below Elbow or Loss Entire Sight Either Eye. . 


NOTE—Payments made for disability benefits, loss of limbs or surgical affections, do not évtui from the amount payable at death. 
P. R. SCHWEICH, Sec’y and Supt. of Agencies 





A New “Ordinary Life Select” Policy 


For Accidental Death....... $20,000.00 
2 0 
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1896 


THE 


1921 


LIFE AND DEATH 


THE 


POLICY 


AN ENTIRELY NEW INSURANCE CONTRACT 


(ISSUED AFTER SEPTEMBER Ist) 


SEND YOUR NAME AND ADDRESS AND RECEIVE PROSPECTUS AND BRIEF 


CENTRAL LIFE ASSURANCE SOCIETY 


OF THE UNITED STATES (MUTUAL) 


DES MOINES, IOWA 
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Thursday 


AUSTRIAN SITUATION 


Steps by American Companies to 
Restore Order 


NEW INTERNATIONAL REGULATION IN 
PROCESS 


Representatives of European Countries Sit 
in Conference 


By Dr. ALBert EHRENZWEIG, 
University Professor, Superintendent of the 
Insurance Department, Vienna. 


In the issue of THE Spectator of June 2, 
1921, | have mentioned the political steps which 
the American life insurance companies have 
taken in order to restore the process of law in 
the territories of the new States succeeding the 
former Austrian Empire. Since then such 
steps have had a successful and most gratify- 
ing outcome at the conference in Rome of the 
States succeeding the former Austrian Empire. 

Around the table of this conference sat near 
each other, for the first time, under the chair- 
manship of Italy, the only great power among 
the successors of the former Austrian Empire, 
Austria, Hungary, Czecho-Slovakia, Jugo- 
Slavia, Poland and Rumania. In regard to the 
lawful regulation of the insurance institutions, 
Italy submitted an exhaustive prgject of agree- 
ment, which was concurred in only by Austria, 
whom the writer of the present lines had the 
honor to represent. The other States declared 
the project as undebatable because it had taken 
into account among the resources covering the 
premium reserves the Austrian and Hung«arian 
“War Loans,” the other States having so far 
obstinately declined, on general principles, to 


’ 


recognize such war loans. Therefore, after 
long deliberations, only the text of an extensive, 
comprehensive agreement between Italy and 
Austria was adopted. On the other hand, with 
reference to the just complaints formulated by 


_ the American companies, the Austrian repre- 


sentative succeeded in prevailing upon the other 
States to take up the discussion of the legal 
status of the foreign companies who were do- 
ing business in the Old Austrian Empire. On 
June 12, the writer of these lines was suc- 
cessful in having a collective agreement among 
all the succession States—limited to a few im- 
portant questions—carried through. This 
agreement obligates all the insurance com- 
panies—hoth domestic and foreign—which lo 
business in the territory of the former Austrian 
Empire, to prepare for each succession State 
a list of all their policyholders of the nation- 
ality of that State; that is the first step toward 
the elimination of the present currency chaos 
and the insecurity of the reserves. The hasis 
on which the apportionment of the life insur- 
ance in force shall be made to each list will 
he laid down in detail in the agreement. First, 
the main place of business (if a judicial per- 
son), or the legal residence (if an individual) 
shall be the guiding principle, in both cases, as 
of December 31, 1919. This date was selected 
because at that time the migration of the 
various peoples, resulting from the overthrow 
of the State, had come to a standstill. In this 
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way uniform rules for the transaction of bust- 
ness were laid down for life insurance com- 
panies, which at that time, in view of the var:- 
ous requirements of the individual States aris- 
ing from the unavoidable disintegration of 
their old business, were facing the greatest 
difficulties and had to meet unforeseen claims 
and lawsuits from parties who (on account of 
the rates of exchange) claimed the right to 
convert their insurance into another National 
currency. The international agreement will 
create a uniform legal basis and furnish full 
security. 

The second important object of this collec- 
tive agreement concerns only the foreign in- 
surance companies who had deposited securi- 
ties with the old Austrian Government to cover 
their premium reserves. Such securities are 
now as a matter of fact in the hands of the 
new Austrian Republic, which, however, up to 
the present time has been obliged to decline to 
surrender to the American companies their re- 
spective quotas, notwithstanding their repeated 
demands. Such a _ procedure would have 
been, legally, of doubtful 
the securities consisted mostly of certificates of 
indebtedness of the Government (Government 
bonds), which indebtedness no State, up to the 
present time, has been willing to assume. With 
reference to the many just claims of the “New 
York Life,’ an American insurance company, 
and the “Gresham Life,” an English insurance 
company, Austria, at the above-mentioned con- 
ference, requested the international settlement 
of the question of reserves. The conference 
decided that the right to dispose of the reserves 
belongs collectively to all the succession States. 
Austria obtained a mandate from the States 
participating in the conference to examine the 
claims to be filed by the foreign companies for 
the pro rata apportionment to each State of 


value, because 


the premium reserves covered by the securities, 
and then to work out the necessary measures 
for the distribution of the securities. On the 
agreement of the States concerned, Austria 
will carry out the distribution. 

Thanks to this agreement, the American 
companies which will wish to surrender their 
portfolios in the new States and be released 
from their insurance obligations will be in a 
position to conclude such contracts upon a 
secure basis which all the succeeding States 
will have to recognize. As the matter now 
stands, a contract—for instance, between the 
New York Life Insurance Company and a 
Czech company, with the approval of the 
Czecho Slovak Government, for the transfer 
of its business, cannot yet be executed, because 
Austria is not yet in a position to deliver the 
securities referred to in the said contract, 
which were deposited by the New York Life 
as security with the old Austrian Government 
to cover the premium reserves. 

We venture the hope that now that the ice 
has been broken, this collective agreement will 
be followed next fall (the conference ad- 
journed end of June until October) by an in- 
ternational settlement of the remaining insur- 
ance questions and we must gratefully ac- 
knowledge that the American insurance com- 
panies, under the leadership of the New York 
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Life, deserve great credit for the fact that 
finally the insurance business here has secured 
again an international legal basis. 





Magnolia Life Charter Approved 

The new Magnolia State Life of Jackson, 
Miss., has had its charter approved by the 
Secretary of State. Under the terms of the 
charter the company will be domiciled at or 
near Jackson and may begin writing business 
when $50,000 of its capital and $75,000 of its 
surplus have been paid in. The authorized 
capital is $400,000, with surplus of $600,000. 
It is reported that the first issue of the stock 
is being offered at $25 per share. The par 
value is $10. 


‘‘Prominent Patrons of Life Insurance”’ 

I] am delighted with the book and THE Specraror. 
Using the list of large insurers, in a rush I secured 
The fact of strong-headed 
men carrying large insurance inspired him with con- 
fidence and he signed up.—D. Honeywell, Suseland, 
Sask., Canada. 


one risk from a farmer. 





For Over Seventy Years 


On August 1, 1851, the Massachusetts 
Mutual issued its first policy. From 
that day to this its constant endeavor 
has been to furnish the best possible 
life insurance protection at the lowest 
possible net cost. That it has succeeded 
is shown by the enviable reputation which 
the Company enjoys among those who 
buy insurance and among those who sell 
it. Efficient service and a square deal 
for everyone have been its watchwords 
for over Seventy Years. They will be 
its watchwords throughout the years to 
come. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 
Incorporated 1851 








PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, III. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 
























\Y 
































A Boston man, visiting a friend’s household. 
found his host’s son one afternoon settled in 
the library with a sheet of paper before him 
and a pencil clasped in his fist. Looking over 
the youngster’s shoulder the “Hubite’ saw 
that he was making pictures. “Well, Albert.” 
he asked gently, “are you drawing an engine?” 
Slowly the child looked up, and slowly he re- 
plied: “Jt would take a very strong boy to 
draw an engine, but I am making a picture of 
a locomotive.” 

Yes, smart boy—very careful of his words— 
doesn’t care to use language that, like the 
Oracle at Delphi, could be construed in two or 
three ways. While we laugh at the precocity 
of the boy we must conclude that underneath 
his phraseology is a patent truth we should al- 
ways observe. Yes sir! here it is: say what you 
mean and mean what you say. 
this is with insurance solicitors. 


How necessary 

The English 
language should be chosen with great care 
especially when talking to a man who doesn't 
know the meaning of reserves, assets, dividends, 
loading, mortality, trusteeship, etc., when you 
sell him a good policy. Henry, be sure that he 
doesn’t think the 20 Payment Life he bought 
is a 20 Year Endowment or the Ordinary Life 
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you sold him is a 20 Payment Life. It pays 
to so instruct him that he knows in detail what 
he has. O, he may forget and some other un- 
scrupulous agent may try to tangle his wits 
but if you leave a digest with him all nicely 
written out—clearly stated—and ask him to 
attach it to the policy so that whenever he ex- 
amines his policy he cannot fail to see it and 
understand it—he will not be “drawing ag: ci- 
gine’ but will have before him always “‘a 
picture of a locomotive.” 

It isn’t pleasant to have a man you insured 
tell you twenty years afterwards that you lied 
to him. No! Of course you didn’t—I should 
say not! But he might think so if you had 
neglected to instruct him properly. He 
very unfamiliar with your nomenclature and 
you rattled off your story so fast that his weak 
mind couldn’t grasp your meaning—and you 
didn’t leave him a digest. These digests are 
a sort of lacto-peptin to the stuff you fed him 
—and there is no come-back. Give every one 
you insure a digest—it is a blessing to him and 


Selah! 


Was 


to you also. 
R. O. Tictros. 


Showed He Was Not Improvident 

The following selling experience was sub- 
mitted by an insurance man in the contest con- 
ducted by the Editor and Publisher, a weekly 
advertising and newspaper journal. This con- 
tribution was unsigned: 

On information that a certain prominent 
tailor in New York had borrowed heavily on 
his life insurance policies, which aggregated 
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$80,000, | asked him to let me show him hoy 
he could improve his insurance condition. lle 
refused on the ground that I was improvident; 
if I were not I wouldn’t be “peddling” life in- 
surance; and an improvident man was not 
competent to advise him. 

It happened that I owned my home, had ac- 
cumulated $10,000 in bonds and carried $20,000 
[ said nothing about this in 
iy first interview. Next day, however, I took 
deed, bonds and policies over and called on 


of life insurance. 


him. 

“Yesterday,” I said to him, “you told me | 
was improvident. Will you look at these? 
They are all mine, free and clear.” 

He looked at them and made some comment, 
| forget now just what. 

“It took me a_ long 
these,” I “but my income is increasing 
and I'll go ahead faster now. I haven’t “ped- 
died” life insurance for a long time, but I sell 
it to men like you just as you sell your goods 
Tell me, 


time to accumulate 


said, 


on its merits and my sales ability. 
am I improvident ?” 

“Ill have to admit you are not,” he replied. 

“Then you're only objection to me as an 
adviser is removed. Let’s get down to busi- 
ness.” 

We did, and I sold him a satisfactory line 
of insurance—satisfactory to both him and ie. 
September Business Drive 
The George Washington Life of Charleston, W. Va., 
is having a special drive for new business during 
September in honor of its Harrison B, 
Smith, who celebrated his fifty-fifth birthday on the 


president, 


seventh of the month. 
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Insurance Co. 
INDIANAPOLIS, IND. 


HERBERT M. WOOLLEN 











The Guardian Life Insurance Company 


Established 1860 Under the Laws of the State of New York 


Outstanding results for 1920, the greatest 
year in the Company’s history. 


New Insurance paid for............. $ 46,490,818 
Insurance in Force.................. 228,620,496 
Increase in Insurance in Force...... 28,392,951 
Nios dak guikghins anaes ae ae 60,720,151 
RIE ds ca puxedayeeandetecae 55,695,923 
Surplus and Dividend Fund......... 5,024,228 


The past year was notable for further 
development of the Guardian’s comprehensive 
plan of agency cooperation. 


For information regarding the opportuni- 
ties available in the agency organization of 
this Company to men who can measure up to 
them, address 


T. LOUIS HANSEN, Vice-President 
50 Union Square, New York 


OF AMERICA 




















September 22, 1921 
| 


THE SPECTATOR 


Fire Insurance 











Presipent Mogron’s. Appress 
(Continued from page 13) 

If you expect from me a formal address as presi 
dent of the National Board of Fire Underwriters, or 
eve! as an official of the Fire Association, you are 
going to be disappointed. Rather I shall chat with 
you, man to man, more as though I were talking 
without notes. I was told that I would have to 
write out what I had to say and I have done it, 
though I dislike written talks. 

Now what is the matter with business? 
body’s business? Our business? 

Before I even begin to try and answer these ques- 
tions specifically, I want to go back to the conditions 
in Los Angeles in the early 80’s. That is not so 
long ago in the histories of countries, but it is long 
enough to have brought about marvelous changes. 
In those days this was considered a far distant terri- 
tory, almost inaccessible. Then some one conceived 
the wonderful idea that it had possibilities for develop- 
ment and started out to make good on the conception. 
Look at Los Angeles and California to-day—the whole 
Pacific Coast, for that matter—and you see what en- 
terprise, ability, energy, and courage have been able 
to accomplish! 

The men responsible for this development were not 
hampered by Government regulations and restrictions. 
Natural obstructions that seemed to isolate this section 
from what we termed the ‘“‘East’’ were only child’s 
play to them—obstructions put there apparently for 
them to overcome. They were big men and this great 
country of ours was theirs for development. 

To-day we have men just as big, just as able, and 
just as willing to continue the development that 
characterized the days of which I have been speaking, 
but can they do it now? While there may be po- 
tentially just as many Cassatts, just as many Hills, 
and just as many Vanderbilts in the railway world 
to-day, the incentive to which fifty years 
ago was almost a religion, has practically disappeared 
in too much government. What are the attractions 
for men of brains and ability when they are only per- 
mitted to exercise their talents under the supervisidia 
and interference of public officials without 
and too often without much ability? 

It is my belief that the prosperity of the railroads 
prosperity of the 


Every- 


develop, 


vision 


in a large measure governs the 
country as a whole. The trouble with the railroads 
to-day is too much regulation. Too much regulation 
has forced them to charge high freight and high pas- 
senger rates. These high holding back 
normal business and that’s what is the matter with 
the country to-day. It is the vicious circle. 

Whenever other business stagnates, our 
Stagnates and so we are in the doldrums like every- 
body else. What must we do? We must take off 
our coats like everybody else and go out and work. 
We have been fed up too long with high prices due 
to inflation which has been the result of too little 
work and too much play. 

Now what’s the matter with fire 
could almost answer this question by repeating ‘‘too 
much regulation” but I am not going to do it. I do 
believe that certain forms of regulation have ham- 
Strung the initiative that made the giants in our 
business of the 70’s and the 80’s and even the 90's. 


rates are 


business 


insurance? I 


Indeed they were the pioneers who may be likened 
to the geniuses who developed the country through 
Our pioneers went out ahead—even of 
and protected the commerce that gave 
the railway executives their vision. These pioneers 
in our business had to overcome obstacles as they 
met them; lad to create fundamentals as the busi- 
We are reaping the fruits of their efforts 
and their foresight now—and by ‘‘we” I mean all the 
sarvivors of those earlier days as well as the newer 
generations, 


the railroads. 


the railroads- 
ness grew. 


One thing these pioneers forgot—and in fact it was 
unnecessary in their day; anyway, they forgot to lay 
the foundation for public relations, I told you that 
I would not say ‘“‘too much regulation’? was the great- 
est present problem in fire underwriting; that is not 
our supreme difficulty. It is more intangible; a 
more difficult difficulty! It is merely that we have 
concentrated so desperately trying to prevent 
regulation,” trying to prevent the dema- 
gogues from wiping us off the map by legislation, 
that we have failed to look into the future and 
apply one of the first principles of fire underwriting 
to our relations with the public. 

That first principle is founded upon prevention and 
prevention of legislation can come only with under- 
I have skipped over many points to get to 
In fire underwriting we have 


upon 


“too much 


standing. 
the present moment. 
as fine intelligence and as great brains and ingenuity 
as any of the pioneers. We, however, have been con- 
centrating on the development of our own individual 
interests and hence the joint affairs of companies and 
agents have been more or less neglected. 

Understand, I do not mean that the joint affairs 
between companies and companies, agents and agents, 
and companies and agents have been so much neg- 
lected as I do that the relationship of the joint affairs 
of all these interests to the public have not been given 
Let us analyze for a 
moment and try and see why this is true. We are 
betwixt and between two generations. The pioneers, 
those creators of have just about 
passed out, leaving the newer generation a heritage, 
more closely regulated and supervised every day, but 
nevertheless a heritage they have not had to pioneer. 
In consequence, principles of action laid down many 
years ago have been blindly accepted. 

We are all working now under new conditions; de- 
fensible conditions. First we have co-ordination 
among the companies to do all the work necessary in 
the Herculean job of rate making—co-ordination that 
the cost to the public. 


he consideration they deserve. 


fundamentals, 


reduces the expense, 

Next we have schedule rating 
assured immediate concession in rates if he will effect 
improvements that reduce the fire hazards. Added to 
this we have the keenest competition imaginable be- 
tween the companies of our own class and every other 
agents representing us and 
No one knows the truth 
Heretofore the 


which gives the 


class and between the 
every other class of carrier. 
of this statement better than you do. 
competitive factors have been those putting an auto- 
matic limit to the profits of stock fire insurance com- 
panies. In the new order of things we are keeping 
all these factors and have added by voluntary agree- 
ment an official limit to profit. As five-year periods 


expire and the business as a whole shows a greater 
profit than 8 per cent (5 per cent distributable; 3 
per cent for conflagration reserve to strengthen the 
companies for your policyholders’ protection) the rates 
are to be reduced proportionately. 

Of course this is going to bring about changes in 
rates more frequently than heretofore and it may be 
some of you are going to make a fuss about it; but 
the plan is just and defensible and in my judgmeni 
is one of the fairest ever evolved to establish proper 
public relations for a quasi-public business like ours. 

Almost without knowing it we are going through: 
a period of great progress. History is being made 
right under our noses and you must help make it. 

It should make you proud to be identified with suci 
a business. After all my years in fire underwriting 
extending over half a century, I have gotten a new 
pride and a new stimulus in it myself, and further- 
more I am determined that everyone I know or can 
reach by voice or pen shall know why I am proud. 

Companies and agents to-day are working in closer 
harmony than they have worked in years and years. 
That is another new order of things for which we 
should be thankful. I am frank enough to say, too, 
that it is largely through the efforts of you of the 
National Association of Insurance Agents. I do not 
hesitate to say to you now that the National Associa- 
tion is a well organized body of. practical men with 
a potential power for the education of the public that 
is almost unlimited. Your program for this conven- 
tion shows that you are coming to a realization of 
your own great usefulness to the business of which 
you are the public exponent. We must depend largely 
upon you. All I ask is that you do not go to sleep. 
Remember yours, and ours, is a never-ending job if 
we expect to be successful. 

I will admit there are kinks which company ex- 
ecutives must iron out of this business. We must 
harmonize general practice for the whole country, 
broadly and liberally, just as far as the laws of the 
several States will permit. I expect you all to ap- 
prove that sentiment. When we come to make such 
principles effective, however, are you going to co- 
operate or are you going to put up a selfish “kick” 
that has attended almost every movement toward prog- 
ress in this business? It is not an easy job to do 
things we know should be done—far from it. Some- 
times it takes great courage, and that is what we are 
all in the most need to-day—Courage. 

I want to impress upon you that there is nothing 
fundamentally wrong with fire insurance. Quite the 
contrary—it is fundamentally right; but it has minor 
inconsistencies in it and what I want to know is: 
When we begin the ironing out process, are you going 
to “holler” or are you going to help? 

Neither your organization nor the organization I 
represent can be any stronger than its membership 
makes it. By that I mean that the membership must 
not depend upon the organization to help but must 

‘» the organization, Nothing is more productiv 
of failure than the feeling that we are to be helped 
by somebody else and nothing is more productive of 
success and prosperity than the feeling that it is up 
to each of us individually to do just a little more 
than is necessary for us to do for ourselves! 








City Insurance Company of Pennsylvania 
SUNBURY, PENNA. 


Organized 1870 


Cash Capital $600,000 


A. F. O’DANIEL, 
Secretary and Underwriting Manager. 


F.M. MACHMER 


President. 
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LE ROY, OHIO 


Net Amount of unpaid losses and 


Federal, State and Other Taxes and 





TSS ee oe : $226,190.54 
Reserved for Unearned Premiums. . 3,624,894.86 


$35,430.21 


OHIO FARMERS INSURANCE COMPANY 


Statement December 31, 1920 
New York Basis. 


Organized 1848 


Alliother Claimg.. «5256 6.07 0%-610:016:5; $21,899.30 
Reserve for Emergencies.......... 125,000 .00 
TOPS GST Trg 2) (Tange neice ae ae 1,103,441.89 
Surplus to policyholders........... 1,228,441.89 


$5,136,856.80 
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WESTERN LIFE INSURANCE COMPANY 


OF DES MOINES, IOWA 
JAS. H. JAMISON, President 


NEW and up to date policy contracts. REAL SERVICE to Policyholders 
and Agents. NOT SO BIG to lose sight of individual Agents, and big enough 
to serve its Agency and Policyholders satisfactorily. SOME GOOD ter- 


ritory in IOWA and SOUTH DAKOTA open for Agents. 





AGENTS WANTED 


@ Liberal commission paid to live producers. 





To sell an unrestricted Accident and Health policy ensting 
$9.00 quarterly. Covers every disease and every accideut. 


CENTRAL BUSINESS MEN’S ASSOCIATION 


H. G. ROYER, Pres. Westminster Bldg. 
Cc. O. PAULEY, Sec’y. & Treas. CHIC..GO, ILL. 
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Home Friendly Society 
= of Baltimore, Maryland 


has grown so in popularity untilit is now generally conceded to be 
‘one of the leading Industrial life insurance companies in America”’ 
sssuing LIFE, HEALTH and ACCIDENT Policies. 

Write for 


Rates and Terms to Agents 


— . FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 
Charter Perpetual 





oO Se Cr ee Ce an eC ere re $1,000,000 
DS Seopa er rae eran ene ee 16,189,923 
Reserve and other Liabilities........... 11,318,327 
De IN gs ag sais te O54 ORS ey Soreeles 3,871,596 
Surplus to Policy Holders.............. 4,871,596 


E. C. IRVIN, President. 
J. W. COCHRAN, Vice-President. 
JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secretary and Treasurer. 
R, N. KELLY, JR., Assistant Secretary. 








The Farmers and Bankers 
Life Insurance Company 


Is an established fact—an integral part of 
the life insurance and financial activities of 
its Home State—Kansas, enjoying, the con- 
fidence of the citizensgof its neighboring states 
in which it is operating. FULLEST CO- 
OPERATION WITH AGENTS. 


HOME OFFICES WICHITA, KANSAS 











THE EUREKA LIFE INSURAN€E COMPANY 
of 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOIN C. MAGINNIS, President JOSH. N. WARFIELD, Jr., Vice-President 
H. LEISHEAR, Jr.» Sec’y & Treas. J. HOWARD IGLERART, Medical Director 














1857 192] 


Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 











AGENCY MANAGER WANTED 


A Middle Western life insurance company is de- 
sirous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio 
Indiana and Illinois. 

An attractive contract will be given the right man. 

Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 











HOME LIFE INSURANCE CO. 


New York 
WM. A. MARSHALL, President 

The 61st Annual Statement shows admitted Assets 
of $40,465,508 and the Insurance in Force $212,- 
483, 100—a gain for the year 1920 of nearly $27,000,000. 
The insurance effected during the year was nearly 
$43,000,000. The amount paid to policyholders 

during the year was over $4,196,000. 

FOR AGENCY APPLY TO 


GEORGE W. MURRAY, Superintendent of Agents 
256 Broadway, New York 














North American National Insurance Company 


Des Moines, Iowa 





r) OE ms 





Assets, $910,670.66 
Lines Written: 
Fire, Tornado, Hail 
O. P. ODE, President 
JOHN PETERSON, Secretary 


W.G. HODGE, Asst. Secretary 
V. F. BECKER, Treasurer 
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BLUE GEESE DON’T MIND RAIN 


Outing of New York Pond Success in Spite 
of Bad Weather 

The first annual outing of the New York 
Pond of the Ancient and Honorable Order oi 
the Blue Goose turned out successfully despite 
bad weather. Over 250 ganders and goslings 
encountered pretty wet weather during the trip 
to Glen Cove aboard the Seagate, but most oi 
them stood it very well. 

Rain hindered the field games scheduled, but 
did not deter William Stedler from winning the 
fat man’s race, in which everyone was inter- 
tested. He came first in a field of three, thereby 
winning a twenty-dollar Knox hat. 

Refreshments were served on the boat im- 
mediately after starting and an excellent din- 
ner was enjoyed by a hungry and _ thirsty 
crowd at Karatsonyi’s Inn in the evening. 
Some few seemed to enjoy certain things about 
the outing more than some others, but everyone 
had a very good time. 

The other field sports came out as follows: 

One hundred-yard dash won by George F. 
Murphy, the prize being a fountain pen. 

Three-legged race, Joseph FE. Watland and 
M. Roehorberg. 

Potato race, F. McLean; prize, a pair of 
military hair brushes. 

Sack race, Harold Palmer; prize, a leather 
brief case. 

Fat man’s race, William Stedler; prize, a 
Knox hat. 

Quoits, Max E. Buchenberger and Herman 
G. Leonard; prize, a box of cigars. 

The baseball game was won by the New Jer- 
sey team, 9-0. 


Suspicious Threshing Machine Fires 

Tim Payne, secretary of the Threshermens 
Mutual Insurance Company, has become sus- 
Picious that a considerable number of thresh- 
ing machines burned in Kansas in the last few 
weeks were burned under rather unusual cir- 
cumstances. The Kansas Insurance Depart- 
ment has had quite a number of complaints of 
slow settlements and asked Mr. Payne about it. 
In his letter to the department Mr. Payne as- 
serted that his company was making careful 
investigations of some of these fires before 
paying the losses, as the circumstances con- 
nected with the fires were unusual. 

Shoe Polish Fire 

A fire in the plant of a shoe polish company 
in Brooklyn was recently reported in the daily 
Papers, the damage being estimated at $40,000. 
As to the hazards of shoe polish manufactur- 
ing, the book entitled “Fire Insurance Inspec- 
tion and Underwriting,” by C. C. Dominge 
and W. O. Lincoln, published by The Specta- 
tor Company, contains the following: 

SHOE POLISH may contain shellac, nigro- 
sie, caustic soda, potash, aniline colors, sali- 
cylic acid, japan, beeswax, oil of mirbane, al- 
cohol, ammonia, lamp-blank, glue, benzine, gum 
tragacanth, carnauba and candelia waxes and 


borax, Hazards of direct fire heat for kettles, 
oily floors, storage of raw materials. Serious 
exposure to surrounding properties. Firemen 


experience difficulty in locating seat of fire on 
account of dense smoke. A quick burner. A 
poor fire record class. 


HOW MUTUALS OPERATE 


Comparison of Laws Governing Com- 
pensation and Automobile Mutuals 


COMPENSATION RATES PASSED ON 


Automobile Mutuals 
Companies 


Cut Rate 


Most 


In connection with the embarrassment of two 
New York mutuals, the United States Mutual 
lire Insurance Company and the United States 
Mutual Casualty Insurance Company, reported 
exclusively in THE Specrator last week, the 
following comparison of laws under which 
New York compensation and New York auto- 
mobile mutuals operate: 

The New York compensation mutuals write 
compensation and public liability insurance, in- 
cluding teams and automobile public liability 
insurance and also teams and automobile public 
damage and automobile collision. 

The law requires the Superintendent of In- 
surance of the State to pass on the adequacy 
of compensation rates. Compensation insur- 
ance forms go per cent of the income of all 
New York compensation mutuals. Automobile 
insurance accounts for the majority of the Io 
per cent remaining, and nearly all of the com- 
pensation mutuals in New York State charge 
tariff for automobile insurance. 

The Superintendent of Insurance requires 
compensation loss reserve to be set up on case 
basis, and not on the percentage basis. The 
basis is working out within 2 per cent degree of 
accuracy. 

The New York law on compensation mutuals 
was possibly a ruling of the Insurance Depart- 
ment, which requires that 5 per cent of each 
year’s income from New York compensation 
insurance policies shall be added to surplus and 
that dividends can be paid policyholders only 
out of profits above that 5 per cent. The New 
York mutuals that have been adding 5 per cent 
of each year’s income since 1914 are naturally 
in good financial condition. 

The New York law under which automobile, 
casualty and fire companies operate permits 
such company to start in business when 1000 
policyholders insure 1500 cars with the com- 
pany. The law requires an automobile casualty 
company, within a certain number of months, 
to secure $100,000 of annual income and re- 
quires a fire company, within the same number 
of months, to secure $50,000 of annual in- 
come, but the law does not give anyone but the 
company itself jurisdiction over the premium 
rate to be charged, with the result that most 
of the New York State automobile mutuals 
are cut rate companies. 

The New York law respecting automobile 
mutuals further permits such companies to set 
up over 80 per cent of the unearned premium 
as a liability during the first five months of the 
existence of the companies. The law further 
permits New York automobile mutuals to set 
up as a loss reserve only 50 per cent of the 
earned premium, minus losses paid, instead of 
60 per cent minus losses paid, which is the case 
with stock companies and compensation mu- 
tuals. 
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COLUMBIA UNIVERSITY OFFERS 
COURSES IN INSURANCE 


Will Cover Both Fire and Life Branches— 
Directed by R. H. Blanchard 

Courses covering the entire field of insur- 
ance will be given at Columbia this fall at 
convenient for the business man or 
woman. The Home: Study Division, Univer- 
sity Extension, and the School of Business 
have announced an elaborate series of insur- 
ance courses in which insurance experts will 
co-operate with the university. 

Ralph H. Blanchard, in charge of the insur- 
ance work at Columbia, will be assisted in giv- 
ing a course on fire insurance by Robert P. 
Barbour, secretary of the North British and 
Mercantile Insurance Company. Mr. Barbour, 
who was one of the organizers of the Insur- 
ance Society of New York and is a member of 
its executive committee, is the author of the 
standard textbook used in fire insurance prac- 
tice. 

J. B. Maclean, assistant actuary of the Mu- 
tual Life Insurance Company of New York, 
will give a life insurance course in which he 
will present the underlying principles of life 
insurance and explain in detail the application 
of these principles to practical situations. Mr. 
Maclean is an actuary of wide experience both 
in this country and in Great Britain. He is a 
fellow of the Actuarial Society of America, 
the Institute of Actuaries of London, and the 
Faculty of Actuaries of Scotland. 

Professor Blanchard will give courses in the 
School of Business on the underlying prin- 
ciples of insurance, marine insurance, fire in- 
surance, an introductory course on insurance 
principles, life insurance and casualty insur- 
ance. The fire insurance course to be given by 
Professor Blanchard under the Home Study 
Division will be ready October 1, it was an- 
nounced at the university yesterday. The 
course will cover the more important types of 
life, fire, marine and casualty insurance, aiming 
to develop an appreciation of their place in 
business and in personal affairs and to serve 
as an introduction to more intensive study. 


hours 


Western Michigan Underwriters Meet 

The Western Michigan Underwriters Asso- 
ciation held its first lunch meeting of the new 
season at the Association of Commerce café 
last week. 

T. J. Henderson, who was president last 
year, introduced Frank L. Brooks, his succes- 
sor, who outlined the plans for the coming 
year. Reports of the national convention were 
made by Eugene Jordan, Silas M. Wright and 
A. G. Green. 

The membership has grown from 102 paid 
members to 162 this last year, and the en- 
thusiasm shown at the first meeting ran high 
and everything points to a very successful year. 


General Agent Williams Dead 
Chester I. Williams, general agent at Chicago 
for the Standard Fire of Hartford, was killed 
in an automobile accident last week. Mr. 
Williams was an Indianaian thirty-one years 
of age and was formerly in the local agency at 
Madison, Ind. 
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GULEPORT, MISSISSIPPh, 

















PHC N IX ASSURANCE COMPANY, 
LIMITED, OF LONDON 
(ESTABLISHED 1782) 
FIR 
AUTOMOBILE—USE AND OCCUPANCY—TORNADO~SPRINKLER 
LEAKAGE—EXPLOSION AND RIOT, AND CIVIL COMMOTION 
HEAD OFFICE FOR THE UNITED STATES 
100 WILLIAM STREET, NEW YORK CITY 
PERCIVAL BERESFORD, Manager 

















The Fraternal Protective Association 


12=20 Pemberton Square 
BOSTON, MASS. 


Sickness and Accident Insurance for Odd Fellows Only 





WANTED 


A man with Executive and Salesmanship ability; pref- 
erably one who has had Teaching or Life Insurance ex- 
perience, or a College Education, to become local Manager for 
the Educational Department of a large corporation that is 
to sell the public a contract guaranteeing the School and 
College Education of Young America. 

At present the following States: Pa., Ohio, IIl., Mo., Minn., 
Ark., Okla., Texas, and Kansas. 


Write— 
W. FRANK SMITH, Manager 
3719 Washington Ave., St. Louis, Mo. 








The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 8 
months next birthday to 60 years. 

INDUSTRIAL POLICIES are in full immediate benefit from date 
of issue and are up-to-date in every respect. 

ORDINARY POLICIES contaia a valuable TOTAL AND PERMA- 
NENT DISABILITY Clause and DOUBLE INDEMNITY features and 
are guaranteed by State endorsement. 

A Home Life policy brings peace of 
mind to the man who loves his family. 
P. J. CUNNINGHAM, Vice-Pres. 

JOHN J. GALLAGHER, Treas. 

Philadelphia, Pa. 





BASIL S. WALSH, President 
JOSEPH L. DURKIN, Secretary 











WE WANT AGENTS 


Independence Square, 
to push our five=pointenine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


5.9 “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Mgr. 
Home Office—Register Tribune Bldg.—De Moines, lowa 


The Northwestern Mutual Life 
Insurance Company was the 
pioneer in establishing rules to 
protect itself and its agents 
against evils which demoralized 
the business. 


THREE RULES 


For twenty-seven years it has offered a stringent Anti=Re= 
bate Rule. 


For twenty-three years it has observed a No=Brokerage 
Rule which prohibits the acceptance of business from, or the 
payment of commissions to, other than an agent of the com- 
pany. Exception only is made in the case of legitimate surplus 
business and then only from a licensed agent of another com- 
pany upon an anti-rebate agreement from him. 


For more than 
years it has ad- 
ent Civil Serve 
provides that all 
general agencies 
from those al- 
with the com- 
wise qualified. 


twenty-eight 
hered toits pres- 
\\ ice Rule which 
appointments to 
shall be made 
ready connected 
pany and other- 





To the literal enforcement of these three rules is attributed, 
in large part, the success, high character and the loyalty of the 
agency force of 


The Northwestern Mutual Life Insurance Company 


of Milwaukee, Wisconsin 




















NOW READY 
1921 EDITION 


_ DISTRIBUTION BY STATES 
of 
FIRE INSURANCE in the UNITED STATES 


Containing a Vast Fund of Information in 
Condensed Form for the 


DESK, BAG OR POCKET 


Shows Net Premiums Received, Net Losses Incurred and 
Net Risks Written and Renewed, with Loss Ratio. 


FOR EACH COMPANY IN EACH STATE, IN 1920, the 
transactions being classified thus: 
STOCK COMPANIES—FIRE 
MUTUAL COMPANIES—FIRE 
LLOYDS AND INTER-INSURERS—FIRE 
MARINE INSURANCE 
TORNADO INSURANCE 
HAIL INSURANCE 








5-year totals follow each of above groups 





RECAPITULATION TABLES 
Cover 1920, and summarize 36 years’ business 





PRICE, IN FLEXIBLE LEATHER COVER, $10 
Discounts for quantity orders 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 
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Casualty and Marine Insurance 








MARINE SLUMP 





Business at a Standstill Inquiry Shows 


COMPANIES MAKING LITTLE PROFIT 


Marine Underwriters Look for Elimination 
of Legislative Disabilities 


The slump in ocean commerce is nowhere 
felt more keenly than in the marine insurance 
market. With every ship withdrawn from serv- 
ice is the withdrawal of a certain amount of 
insurance on the cargo which that ship carried. 
And if the retirement of the vessel is for any 
great length of time the owner usually reduces 
the insurance on the hull as a matter of ecoi- 
omy. When it is considered that practically 
one-half of the American merchant marine is 
idle, the seriousness of the situation becomes 
more easily understood. That the position. of 
the marine underwriter is not without its prob- 
lems must be apparent to all. 

A visit among the various underwriting con- 
cerns warrants the assertion that never before 
has this particular market experienced such a 
dearth of business. None of them are making 
profits, while not a few are operating at a loss. 

There is talk on the street to the effect that 
one or two more underwriting concerns are 
likely to retire in a short time. It is not diffi- 
cult for well-informed insurance men to point 
out these concerns, for they are not among the 
old and strong organizations. About the only 
encouragement the average underwriter finds 
is the fact that these adverse conditions are 
going to reduce the number of competitors, 
and the survivors will have clearer sailing 
when conditions return to normal. In the 
meantime it is hoped that Congress will re- 
lieve the marine underwriter of some of the 
unnecessary burdens that he has been forced to 
carry. It has legislated in favor of the mer- 
chant marine and in favor of the creation of 
exporting organizations and the extension of 
American banking facilities to foreign markets. 
Shipping and banking are two of the three vital 
factors constituting the foundation of inter- 
national trade. Marine insurance, adequate in 
extent and operated under American influences, 
is the third factor, and must be linked up with 
the other two in order that American foreign 
trade equipment may be complete. 

The national welfare of marine insurance 
now rests with the various States of the 
Union, and hope is expressed that there will be 
a departure from the provincial viewpoint of 
the past and that legislative requirements will 
be shaped with due regard to world practice 
and world trade. Marine underwriters are not 
oblivious to the fact that the near future is 
going to be marked by intense international 
rivalry for commercial position, and in that 
competitive contest marine insurance is going 
to assume a very important role. 

The best-informed men in the underwriting 
field argue that the elimination of existing 
legislative disabilities will so increase the vol- 
ume of marine insurance transacted within the 

United States that it will soon more than make 
up for any assumed reduction in State reve- 


rues. No marine underwriter objects to paying 
taxes, but he insists that taxation should bear 
a proper relation to profits made, and that the 
present system of taxation does not recognize 
the fact that a premium written may result in 
a loss. Great Britain, knowing the strategic 
importance of marine insurance in its relation 
to the whole structure of foreign trade and the 
maintenance of a merchant marine, has always 
fostered the business of marine insurance as an 
integral part of her foreign trade equipment, 
and in levying taxes she has not limited ner 
vision to the convenient gathering of the larg- 
est possible amount of revenues. Great Britain 
levies her tax on the net profits, thus recogniz- 
ing the proper principles of modern taxation, 
namely, ability to pay. The American marine 
underwriter wants excessive taxation removed 
and the system of taxing premiums changed to 
taxation on profits. 

Marine insurance companies cannot survive 
while the Government insists on levying a tax 
amounting to one and one-fourth times as 
large as the underwriting profit remaining after 
the taxes are paid, which has been the case in 
the past. In the case of some companies heavy 
taxes have been paid when an underwriting 
loss would have been shown without the im- 
position of any taxes whatever, while in a few 
instances there would have been a loss con- 
sidering both underwriting and investment gain. 


Surety Underwriters’ Meeting 
The first meeting of the season of the Surety 
Underwriters Association of Chicago was held 
at the City Club on the 20th inst. Routine 
business was transacted and a nominating 
committee appointed to select a ticket to be 
voted on at the annual meeting in October. 





Great Western Accident Opens New York 
Office 

The Great Western Accident Insurance Com- 
pany has opened a New York office at 110 West 
34th street, with John N. Fleischer in charge 
as general agent. Mr. Fleischer has been a 
successful general publicity manager, handling 
many large campaigns, public welfare drives, 
etc. 





Takes Rain Insurance on His Marriage Day 
An insurance risk of $500 against unfavor- 
able weather on his marriage day, taken out 
by the bridegroom, a Boston man, was recently 
issued by a Hartford company. The bride- 
groom declared his intention of being married 
on the date set, but he wished to avoid extra 
expense should rain alter the arrangements. 





Fewer Fatal Compensation Claims in Ohio 

According to the report of H. C. Baker, 
director of claims for the Ohio State Indus- 
trial Commission, there were both fewer fatal 
and minor industrial accidents reported to the 
commission during the month of August. 
There were 8562 claims filed during the month, 
which was 633 less than during the month of 
July. There were fifty-one fatal accidents re- 
ported. 
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AUTO ADJUSTMENTS 





Henry Evans Companies Send Out 
Instructions to Agents and 
Adjusters 


WARNS OF WHOLESALE DEFRAUDING 


Complete Investigation of All Automobile 
Claims Urged in Circular 


The Henry Evans companies have sent out 
«a number of suggestions and instructions to 
special agents and adjusters regarding auto 
mobile adjustments. The unsettled and un 
certain conditions in the automobile trade,. 
coupled with the recognized opportunities to de- 
fraud insurance companies, demands the most 
searching investigation of all automobile claims. 
It is an indisputable fact that many cars are 
being burned or stolen with the consent of th 
owners, and, says the instructions, “It is of the 
utmost importance to investigate and confirm 
the following in each and every claim :” 


Date car was purchased. From whom purchased 
Price paid. Was car purchased for cash or wa: 
allowance made for a trade in, or on deferred pay- 
ments? 

It is most important to confirm from the party fron 
whom the assured claims to have purchased the auto- 
mobile, the conditions of purchase. Oftentimes assured 
produces, innocently or otherwise, bill of sale which 
is not genuine. The only way the statements in the 
policy can be confirmed is to get information frst 
hand from the dealer or other person from whom ike 
assured claims car was purchased. Very. often we are 
insuring an older automobile than described in che 
policy. You can determine this by referring to our 
reference book, which will show the correct year 
model as determined by the factory or serial number. 

Investigation of ownership in this way and also 
the checking of factory and/or serial number has 
already, in a number of cases, developed that our 
assured, innocently or otherwise, was in possession of 
a stolen car. In such a case, there is no liability even 
though purchased by our assured in good faith. 

If policy shows that car was fully paid for, in- 
vestigate and ascertain whether assured has kept his 
machine free from encumbrance since. Very often 
and especially during hard times automobile owners 
find it mecessary to secure loans on automobiles 
through chattel mortgages. 

Bill of sale should be produced on all bad collision 
claims as well as on all claims for fire or theft = 
car. Check serial and motor numbers with the niuim- 
ber in the policy. It is advisable to examine hoth 
the motor number and car number to determine whcther 
any of the figures have been changed. The year 
model must also be checked. 

It is always of prime importance to secure a’i 
possible information on the assured’s financial condi- 
tion. Such an investigation might develop information 
regarding the assured’s reputation and financial stand- 
ing having an important relation to the automobile 
loss. It is not safe to consider many total automobile 
Iesses bona fide unless a careful investigation of 
assured fails to give cause to think otherwise. 

Where cars are burned on the road, an examin:- 
tion of the chassis and moving parts must be made. 
In this way it will sometimes be found that some 
important parts (expensive to repair and replace) 
were not injured by the fire, but were actually out «f 
order or damaged previous to the fire. This will keep 
down the cost of the adjustment and in some cases 
will throw light on a possible moral hazard. 

In claims for the theft of an automobile proofs of 
loss must not be taken until all facts have been sub- 
mitted to the home office and the amount of settlement 
authorized. We are in much closer touch with the 
automobile market and the question of replacement 
values than any of you are likely to be. 
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GREAT SOUTHERN LIFE 
INSURANCE COMPANY 


Houston — Dallas 
Texas 


TEXAS HUNDRED MILLION 
DOLLAR COMPANY 


O. S. CARLTON, President, Houston, Texas 
E. P. GREENWOOD, Vice-President, Dallas, Texas 

















Don’t Delay Decide Today 
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GENERAL AGENTS 
WANTED 


If you mean 
Business 


If you can do 
Business 


Write to me— 


JACKSON MALONEY 


Manager of Agencies 


ZPOAHnMAHZ BAZBHOZeH 
Pe ASI er nenss ay 


PHILADELPHIA LIFE INSURANCE COMPANY 


111 NORTH BROAD STREET 
PHILADELPHIA, PA. 








1921 EDITION READY 





LIFE AGENTS 
BRIEF 


A VEST POCKET WORK 
Containing a Synopsis of 
PREMIUM RATES 
CASH VALUES 
NET COST OF INSURANCE 
POLICY PROVISIONS 





CONVENIENT, CONCISE, COMPACT 





RATES ARRANGED BY AGES 
Participating and Non-Participating 
DIVIDENDS AND AVERAGE YEARLY 
COST 


5 and 10 year periods 
DIVIDENDS IN 1921 





Ordinary, 20-Payment and 20-year En- 
dowment Policy Results Presented at 
4 Ages 





Price, in Flexible Binding 
Per Copy, $2.00 





THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 
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CASUALTY MEN’S PLANS 


Program for Convention at White 
Sulphur Springs 


FEW ADDRESSES TO BE MADE 


Golf Tournament Feature of Program, With 
Many Attractions 

The program for the 1921 conventions of the 
International Association of Casualty and 
Surety Underwriters and the National Asso- 
ciation of Casualty and Surety Agents was an- 
nounced late last week. The conventions, 
which are being held at White Sulphur Springs, 
W. Va., opened to-day and will continue until 
Saturday at the Greenbrier Hotel. The first 
session is scheduled to be held at 10 o'clock 
and will consist of the first business meeting 
of the International Association of Casualty 
and Surety Underwriters. The first day will 
be taken up chiefly by committee reports, the 
convention opening Friday at 9:30 
The program follows: 


regular 
A. M. 


THURSDAY, SEPTEMBER 22 

Call to order. 

Roll call of membership. 

Preliminary report of committee on creden- 
tials, J. Horace Shale, chairman. 

Election of committee of three on nomina- 
tions. 

Appointment of committee on resolutions. 

Report of the secretary-treasurer, F. Robert 
son Jones. 

Report of the auditing committee, D. G. 
Luckett, chairman. 

Report of the committee on blanks, Benedict 
D. Flynn, chairman. 

Report of the joint entertainment committee, 
Arthur P. Woodward, chairman. 

Unfinished business. 

New business. 

\djournment until Friday, September 23, at 
9:30 A. M. 

THURSDAY 
(Ball Room of the “White” ) 
Business Meeting of the National Association 
of Casualty and Surety Agents 

Call to order. 

Roll call and record of members present. 

Reading of minutes of 1920 convention. 

Appointment of committees on nominations 
and resolutions. 

Address by president, Charles H. Hood. 

Report of secretary-treasurer, Charles W. 
Olson. 

Report of the auditing committee. 

Report of joint entertainment committee. 
W. G. Wilson, chairman. 

Report of executive committee by its chair- 
man, George D. Webb, including report of ac- 
tivities of “standing committee of four.” 

Unfinished business. 

New business. 

Report of committee on resolutions. 

Report of committee on nominations. 
Flection of officers. 

\djournment. 
Men’s golf tournament, open to members of 


the two organizations; first round, of 36-hole 
competition, at 2 o’clock. 

Progressive auction bridge acquaintance 
party for the ladies, 3:30 to 5:30 o’clock, at 
the Casino. 

Motion pictures (admission cards furnished 
by joint entertainment committee), ball room 
of “The Greenbrier.” 

Informal dancing in the ball room of “The 
Greenbrier.” 

FRIDAY 
(Parlor of the “White” ) 

Business Meeting of the International 

Association of Casualty and Surety 
Underwriters 


Final 


Call to order. 

Final report of committee on credentials, 
J. Horace Shale, chairman. 

Report of committee on resolution. 

Report of committee on nominations. 

Election of officers and standing committees. 

Adjournment sine die. 


Joint Meeting of the International Association 
of Casualty and Surety Underwriters and 
the National Association of Casualty 
and Surety Agents 
Meeting called to order by Charles H. Hood, 
president, National Association of Casualty 

and Surety Agents. 

Election of secretary. 

Address, C. H. Van Campen, “What Minne- 
sota Did to State Insurance; and How We Did 
Tt.” 

“The Automobile Insurance Situation,” ad- 
dress by Hartwell Cabell, counsel, National 
Automobile Underwriters Conference. 

General discussion. 

Adjournment. 

Joint convention photograph (in front of the 
White’). 

Men’s golf tournament, open to members of 
the two organizations. Second round, 36-hole 
competition; 18-hole special handicap for play- 
ers with handicap of 18 or over; 18-hole medal 
play handicap; 18-hole kickers’ handicap; blind 
rain, the tour- 


hole competition. (In case of 


nament will be held Saturday afternoon.) 


Golf putting contest for the ladies, 5 o’clock. 
3eefsteak dinner at the Casino. 


SATURDAY 
(Ball Room of the “White’) 

Joint Meeting of the International Association 
of Casualty and Surety Underwriters and 
the National Association of Casualty 
and Surety Agents 

Meeting called to order by the president of 
the International Association of Casualty and 
Surety Underwriters. 

Election of secretary. 

“Why T Prefer Stock to Mutual Workmen’s 
Compensation Insurance.” Five employers 
from various parts of the country will deliver 
addresses on this subject. 

General discussion. 

\djournment. 

SATURDAY 

Tea at Elmhurst, 4 o’clock; transportation 

furnished by joint entertainment committee. 
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NEW AUTO VALUES 


National Liberty Issues List Showing 
Cut in Prices 


WARNS TO KEEP INSURANCE DOWN 


Emphasizes Temptation to Policyholder to 
Sell His Car to Insurance Company 


The National Liberty Insurance Company of 
New York has prepared a table showing the 
price cuts in the standard makes of automobiles, 
which it has sent out to agents with the ex- 
planation that they will more fully understand 
the desire of the company to keep down the 
amounts of insurance when they look the list 
over. 

The following list of prices for 1920 and 
1921 emphasizes the glaring differences in values 
and should bring home to each and every 
agent the temptation of the irresponsible as- 
sured to sell a car to the insurance company 
where he carries a policy based on last year’s 
price, especially if the policy is on the valued 
form: 


LIST PRICES OF 1920 AND 1921 (SEPT. 7) 
COMPARED 
-—Touring—, 7——Sedan-——, 
MAKE 1920 1921 1920 1921 

Buick ........ $1785 $1525 $2895 $2435 
Chalmers 1795 1545 2745 2445 
Chevrolet ..... 820 525 1245 875 
a eee 3050 2795 4450 3995 
1D) paneapeene 2185 1895 3185 2795 
DOGS ceimees 1285 985 2150 1785 
Essex at wens 1595 1375 2650 2230 
Ford see eeeees 510 355 795 650 
Franklin ...... 2750 2350 3750 3350 
Haymes 206s. 2935 2485 3650 3485 
Hudson. «.00< 2600 1895 3400 2850 
Hupmobile .... 1685 1485 2800 2485 
Lafayette ..... 5625 4850 7400 6500 
Lexington .... 2285 1885 2785 2185 
Liberty ....... 1985 1595 2900 5400 
Marmon ...... 5000 3985 6600 5275 
Maxwell ..... 995 845 1695 1545 
Mercer ....... 4950 3950 6325 5650 
Mitchell ...... 1750 1490 2900 2690 
Oakland ...... 1395 1145 2065 1725 
Overland ..... 945 595 1575 895 
Packard. 4s is.6 6000 4850 8450 6806 
Pierce Arrow.. 8000 6500 9700 8506 
Studebaker ... 2150 1985 ae os 
SG ose ox 80s 3600 2985 ware weed 
Willys Knight. 2195 1525 2950 2395 


New Pacific Mutual Assistant Manager 

Theodore Hundley, manager for the Pacific 
Mutual at Clarksburg, W. Va., announces that 
A. S. Cutlip has been appointed assistant man- 
ager. Mr. Cutlip is a young man and entered 
the services of the Pacific Mutual less than a 
year ago. 


NorIcE 
Please register promptly Thursday, Septem- 
ber 22, 9 to 10 A. M., at joint secretarial office, 
writing room of the “White,” where also are 
located the offices of the credentials and enter- 
tainment committee. 
Cards for dinner Friday evening should be 
secured at time of registration. 


GotFr TropHtrs 

The following gentlemen have contributed 
golf trophies: _H. G. B. Alexander, Chicago. 
for the special handicap for players with handi- 
cap of eighteen or over; William B. Joyce, 
New York, 18-hole medal play handicap: 
Charles H. Hood, Minneapolis, for the 36-hole 
competition. 
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Public Accountant 


Actuarial 


Actuarial 

















HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City- 
Telephone Beekman 3461 














MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 





A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 

















Company Representation Wanted — 











WANTED 


Position as Special Agent for any territory 
in the Middle Dept. by man now in charge of 
large local agency and independent fire in- 
surance adjuster for the companies. Address 
A B. C., care THE SPECTATOR. 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 





FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, Iowa 


Telephone Walnut 3761 


























Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
Auto- National Union | New Amsterdam 
mobile-; ard National-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 


surance Stuyvesant Automobile Insurance 
Fidelity-Pheni 
aus = BROKERS’ LINES SOLICITED 


SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


506 Forsyth Bldg. ATLANTA, GA. 


A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 




















SOBRINOS DE EZQUIAGA 
ESTABLISHED 1821! 
General Insurance Agents; 


Box 351 


San Juan Porto Rico 


MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street CHICAGO 


W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 








Telephone Randolph 7684 256 BROADWAY NEW YORK 
PAUL L. WOOLSTON W. R. HALLIDAY 
INSURANCE EXAMINER, CONSULTING 
ACTUARY AND ACCOUNTANT ACTUARY 
MAJESTIC BLDG., DENVER, COL. INSURANCE EXCHANGE CHICAGO 

















J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. : 2 
Temporary money advanced on strictly private 
arrangements. 
” All communeations held personal and confidential. 
Address J. L. MITCHELL, 664 Masonic Temple, Chicago, Ill. 








FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 














Actuarial 


JAMES H. WASHBURN, F. A. I. A. 


CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 

















ACTUARY WANTED 


Progressive Canadian Life Insur- 
ance Company desires to employ 
young resident actuary who would 
be willing to commence at a nom- 
inal salary and workJup with the 
Company’s growth. Young#man 
of progressive tendencies essential. 
Apply Box 130, care of THE 
SPECTATOR, New York, N. Y. 


JULIAN C. HARVEY 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 








256 BROADWAY NEW YORK 
JNO. A. COPELAND T. J. McCOMB 
ONSU 
¢ psn CONSULTING ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 








Colcord Bldg., OKLAHOMA CITY, OKLA. 





—. 
— 





FACKLER AND FACKLER 


DAVID PARKS FACKLER, PF. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 





T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuatants 
PHILADELPHIA 





THE BOURSE 
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Miscellaneous Insurance 








Actuarial 








ABB LANDIS 


Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 
WASHINGTON, D. C. NASHVILLE, TENNESSEE 














10 Jackson Place, N. W. Independent Life Building 








-_— 


Insurance Examiners and Adjusters 














LOSSES ARE ASSETS 


When handled with angel regard for 
their business building possibilities. 
Even an aggrieved claimant may become 
a friendly policyholder if impressed with 
the fairness of an adjustment. 


R. L. NASE, 

Adjuster for Casualty Companies 
1110 Mutual Bidg., RICHMOND, VA. 
Liability, Compensation, Accident 

and Health Claims 


TERRITORY: 
Virginia and North Caroline 











The Experience Grading and Rating 
Schedule 

A revised edition of the Experience Grading 
and Rating Schedule by FE. G. Richards has 
heen issued by The D. Van Nostrand Com- 
pany. It is a system of fire insurance rate 
making based upon average fire costs and was 
worked out by FE. G. Richards, formerly 
United States manager of the North British 
and Mercantile Insurance Company to stimu- 
late further thought and discussion upon the 
subject of rate making from experience. 

In general, the subjects treated by Mr. 
Richards are: rate making—past and present; 
the experience grading and rating schedule: 
uniformity in methods of accounting; classifi- 
cation of writings and losses by occupancies ; 
writings and fire loss-costs; expenses; losses; 
underwriting profits—a national question; the 
theory of grading and its usefulness in raie- 
making; the elemental hazards; the human 
equation; coinsurance; analysis of a rate; 
grading schedules; operation (with illustrated 
charts); conclusions; there is also an ap- 
pendix ~— extracts from addresses of 
President W. M. Kramer, a classification of 
occupancy hd and causes of fire. 

The book also contains tables showing ten 

years’ underwriting experience, twenty years’ 
fire underwriting with profit and losses for two 
decades, ten years’ insurance costs by States 
and various other data relating to the genera! 
subject. 
Mr. Richards has been an active participant 
in the fire insurance business and a close ob- 
server of all phases of it for many years and 
his knowledge well qualifies him to offer plans 
and suggestions for the betterment of the 
business, 

The price of the Experience Grading and 
Rating Schedule, which is a book of 200 
Pages, bound in cloth, is $4 per copy postpaid. 


The Indemnity Insurance Company of North 
America has named Allan T. Archer as general 
agent for its Southern 


California territory. 





SUFFOLK COUNTY DINNER 


More Than One Hundred Attend 
Meeting at Sayville, L. I. 








COMMISSIONER DONALDSON SPEAKS 





Suffolk Underwriters Complimented by 
Clarence A. Ludlum of the Home 

The fifth annual summer meeting and dinner 
of the Suffolk County (N. Y.) Board of Fire 
Underwriters was held on Friday, September 
16, at Tidewater Inn, Sayville, Long Island, 
Ne ¥, 

Over one hundred members and guests sat 
down to the dinner. At the speakers’ table 
were Frank L. Gardner, president, New York 
State Association; Thos. B. Donaldson, Insur- 
ance Commissioner of Pennsylvania; Clarence 
\. Ludlum, vice-president of the Home Insur- 
ance Company; Wm. H. Hicox; Eugene A. 
Beach, secretary of the New York State Asso- 
ciation, and Hugh R. Loudon, United States 
manager of the Liverpool and London and 
Globe Insurance Company. 

Mr. Gardner, the first speaker, urged every 
agent to master every detail in the insurance 
business, as knowledge along this line was in- 
valuable to him. He also praised the work of 
the National Association of Insurance Agents 
and urged every man to join. 

Commissioner Donaldson also commented on 
the necessity for proper qualification of every 
agent. He described the co-operation of his 
department with the Insurance Federation and 
urged similar co-operation in other States. 
Mr. Donaldson also deplored the lack of facil- 
ities among American companies for the issii- 
ance of rain insurance. He drew attention to 
the stability of the price of insurance from pre- 
war times to the present time, in spite of the 
fact that insurance is the backbone of com- 
mercial life. 

Mr. Ludlum of the Home complimented the 
New England and Suffolk County agents on 
their knowledge of the business and _ their 
facilities for proper service to the assured. 

Other speakers were Eugene A. Beach, Wm. 
H. Hicox and Henry A. Murphy. 

Among the guests were E. A. Dunn of Crum 
& Forster, H. W. Ellis, E. H. Hornbustle of 
the National Liberty, Francis Haag, Fredk. P. 
Hamilton, vice-president of the Queen, James 
Keeley, agency superintendent of the Royal, 
S. R. Kennedy, assistant secretary of the 
Fidelity-Phenix, A. H. Lewis of Lewis & Gen- 


- pany of the State of Pennsylvania; 





PERSONAL ITEMS 











Douglas Cox of the firm of Appleton & 
Cox, marine underwriters, has concluded his 
vacation of several weeks. 

James B. Tallman of Chicago, general agent 
for the Royal Exchange Insurance Company, 
has been passing a few days at the home office 
in this city. 

J. H. Doyle, assistant general counsel of the 
National Board of Fire Underwriters, has re- 
turned from his vacation, which he spent in 
the Far West. 

William G. Willcox of Willcox, Peck & 
Hughes, insurance brokers, who has been ill for 
several weeks, is slowly recovering and ex- 
pects to be at his office next week. 

Hendon Chubb of Chubb & Son, marine un- 
derwriters, has returned from a two months’ 
visit in Europe. His brother, Percy Chubb, 
who accompanied him, will remain abroad. 

C. R. Tuttle, general manager, and W. B. 
Flickinger, assistant manager, of the Western 
department of the Insurance Company of 
“orth America, are spending a few days in the 
Fast. 

Bernard L. Theland, for many years asso- 
ciated with the Western department of the 
Commercial Union and affiliated companies, 
“5s resigned and will become connected wit’: 
the National Inspection Company. 

Dr. John B. Steele, medical director of the 
Volunteer State Life of Chattanooga, has been 
elected commander of the Davis King Sumners 
Post of the American Legion at Chattanooga. 
Dr. Steele is also chairman of the Legion State 
committee on hospitalization. 

W. P. Monson of Salt Lake City has been 
appointed State organizer for the Union Cen- 
tral Life of Cincinnati, Ohio, after a brief 
period as an agent for the company. Mr..Mon- 
son was until recently a local agent for the 
Equitable Life of New York and is well known 
as a former member of the State Industrial 
Commission, on which he served as the insur- 
ance representative. Mr. Monson has friends 
in every section of the State, and his appoint- 
ment should result in a rapid increase in the 
Utah business of the company. 

Among the insurance men visiting the city 
during the week were the following: Waite 
Bliven, vice-president of the Insurance Com- 
W.. FT. 
Stevens of Chicago, general superintendent of 
the London Guarantee and Accident Company 
of this city; H. C. Burt of Houston, Tex., rep- 
resentative of the United Fire Insurance Com- 
pany; Stanley D. Turner of Indianapolis, Ind., 
agent of the Svea and the Hudson for Indiana; 
Herbert F. Blood, special agent of the West- 
chester in New England, and S. E. Goodsell of 
Detroit, a director of the company; Walter A. 
Lauler of Boston, special agent of the New 
York Underwriters Agency in eastern Massa- 
chusetts and Rhode Island. 





der, P. L. Louis of Crum & Forster, A. B. 
Roome of the Westchester, F. H. Shifner of 
the National Liberty, 
James Swinnerton of 


the Continental, James 
W. Townsend of the 
Glen Cove Mutual, Col. 
A. H. Wray, formerly 
manager of Commer- 
cial Union, Geo. E. 
Wood of Central Fire 
office, R. L. Tanner of 
New York Under- 
writers, J. R. Skinner, 
and John Kay, vice- 
president of Firemens. 


AVAILABLE NOW 


Health and Accident Department 
Manager, Age 26. Six years’ Home 
Office experience. 
Agency and Collection work. 
in Chicago. 
THE SPECTATOR, City Hall Station, 
New York, N.Y. 


Familiar with 
Now 
Inquire Box 15, care of 
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Life Insurance 
Salesmanship Aids 


FOUR BOOKS BY AN EXPERT 


“BUSINESS INSURANCE” 


By Forbes Lindsay 


A Concise Description of the Adaptation of Life Insurance 
to the Protection of Corporations, Business Firms and Individ- 
uals: 


This is a book designed to aid the agent in acquiring the 
ability to formulate plans to meet the needs of business firms 
and corporations for protection. 


Business Insurance Principles Illustrated by Typical Ex- 
amples drawn from Actual Experience. 


Price, in flexible binding, $1.50 per copy. 





“PRACTICAL POINTERS” 


Author of ‘‘Efficiency,’’ ‘‘The Psychology of a Sale,’’ Etc. 


The chapter titles include Efficiency; The Efficient Agent; 
Life Insurance as a Vocation; To the Beginner; Purpose; That 
Blockhead Word; Habit; System; Prospects; Policy IIlustra- 
tions; Competition; Delivering the Policy; Settlements; The 
Blues; The Viewpoint; Waste; Sentiment in Business; Pointed 
Policy Presentation; Luck; After Hours; Telling Talk. 


Surely a book of 128 pages of real ‘‘Practical Pointers,’ 
handsomely bound in flexible leather, is worth $1.50 to you? 
Wouldn’t one good suggestion, which would enable you to 
secure an application, be worth more than this? The sooner 
you have this book, the better it should be for your bank ac- 
count. Write for it today. 


Price, $2.00, in green flexible binding. 


“EFFICIENCY ”—NEw EDITION 


Two large editions of this work having been exhausted, the 
author has revised the book, making it more forceful in many 
respects. 


The work comprises Practical Lessons in Life Insurance 
Salesmanship as Evolved from the Practice of Forbes Lindsay, 
a Life Insurance Manager. Ten Chapters covering the whole 
range of fitness producing Efficiency. 


Price, flexible binding. .$1.25. 


“THE PSYCHOLOGY OF A SALE” 


By the same author—Treats of the mental process involved 
in a sale, handled in a practical manner with a strict avoidance 
of fanciful theory. 


Price, flexible binding. .$1.25 Price, Stiff Paper, $1.00 
WRITE FOR DESCRIPTIVE CIRCULARS 


Price, Stiff Paper, $1.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 











PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


LOUIS NAROWETZ, President 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 








SLUSNUTIUEUQUONVHOUNOOUTSEUUAE ASE OUEAEO RESET 


“A book 1s good to read if it sets the reader in a working mood.” * 


“Third Party Insurance” 


BEING “Insurance against liability imposed by law upon an 
individual, firm or corporation by reason of injuries to person or 
property sustairied by a third person on account of a specified 
activity of the assured 
Furnishes knowledge, confidence and POWER to your junior partners, 
your sales force, the young man or woman in your office and to you 
yourself, and sets your entire organization “in a working mood.” 


Study The Chapter Headings: 
1, Coverages which have been Devised to V. Employer's Liability and Workmen's Com- 
meet Various Insurance Needs. * pensation. 
Vi. Public Liability. 
inderwriting. 





(1, Characteristics Common to all Forms of 
surance, vil, U 
(11, The Various Third Party Coverages. Vill, Rates and Rating Bureaus. 
IV, Standard Provisions of Third Party _—«'X-_—‘Inspections and Audits. 
Policies. X. Claims, Suits and Reserves. 


Martin P. Cornelius, eminently 
qualified for the task, has performed 
a most useful service in making 
available in book form 
essential information not 
treated of in any 
other publication. 


$5.00 
Prepaid 















For Sale By 
na The Publishers 





THE INSURANCE FIELD CO., Incorporated 
P. O. Box 617 


Louisville, Ky 
MT 




















